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Three Door Set 
No. 805 


This set operates easily— 
doors fit snugly against 
wall and when shut are 
weather - tight — doors 
work independently—ad- 
justable hangers — low 
priced. Hanger illustrated 
below will not stick or 
bind. 


National Products 


Bolts Hinges 
Bumpers Door Latches 
Butts Door Pulls 


Door Sets 
Door Holders Drawer Pulls 
Hangers Sash Lifts 
Staples 


ROSPERITY has estab- 

lished direct contact with 
hosts of automobile buyers and 
home builders. 


The combination is a money 
making team for you. 


In your neighborhood the 
many new cars will need gar- 
ages, and numerous garages 
will be built with new homes. 


Sell National Garage Door 
Sets to this trade. They are 
worth-while and highly satis- 
fying in service. 


Thousands of our sets are in use 
today, operating doors smoothly 
and efficiently. 


The National Catalog 


The National Catalog contains illustra- 
tions and complete descriptions of our 
five Garage Door Sets. 


It also presents the remainder of our 
line, which, being sold to you direct, 
brings you an increased sales profit. 
Send for it. 


NATIONAL MFG. COMPANY 


Sterling Illinois 


























YOUR ORDER SHIPPED THE DAY RECEIVED 

















J. FILSINGER of Burhans 

H & Black, Inc., Syracuse, 

* N. Y., has some very in- 

teresting tips to offer the hardware 

dealer who sells automobile tires 

and accessories. They are as fol- 
lows: 

Tip No.1. Begin your big spring 
drive when your local automobile 
show opens. If there is no display 
of this kind in your own city or 
town, there is sure to be one in some 
near-by metropolis. Get into that 
show for all you are worth! 

This doesn’t mean that you should 
hire a booth at the show, even if you 
are permitted to do so. But you 
may get your window trim tuned to 
the spirit of the exposition. 

Usually the average Burhans & 
Black window stays in only a week; 
but with the automobile accessory 
displays, beginning with the Syra- 
cuse auto show, the windows stay 
two or three weeks beginning just 
before the exposition and holding 
forth a week later. And Mr. Fil- 
singer says that what he puts into 
the window at this time always sells. 

He compares his displays to an 
alarm clock. Set your window to 
“go off” on stop signals, dash clocks, 
or automobile camping equipment; 
and your results will be just as sure 
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The Auto Camper 
—a New Source 


as the action of a dependable alarm 
clock at daybreak. In other words, 
what you display attractively in the 
windows will gage the weight of 
your sales in the automobile acces- 
sory department. 

Tip No. 2. I don’t know that you 
have thought about it, but the aver- 
age car owner would rather come to 
his hardware dealer for his tools, 
parts, accessories, etc., than go to 
the mushroom auto accessory store 


of Accessory 
Profits 


By F. E. Brimmer 


around the corner. Mr. Filsinger 
says that the car owner knows that 
the hardware firm is an old and long 
established business, that it stands 
behind all the aceessories it sells, 
and that he can get just what he 
wants from it. 

There is a good idea. Remember 
that Mr. Car Owner comes to you 
more willingly than to any other 
store because he has known you 
longer. The hardware business is 


Portable stoves are essen- 
tial to the camper’s well 
They are’ easily 
stocked and readily sold 


being. 





HARDWARE . AGE 


April 5, 1923 











About 2,000,000 New Cars 


will be sold this Year 


Three Door Set 
No. 805 


This set operates easily— 
doors fit snugly against 
wall and when shut are 
weather - tight — doors 
work independently—ad- 
justable hangers — low 
priced. Hanger illustrated 
below will not stick or 
bind. 


National Products 
Bolts 


Bumpers 
Butts 


Hinges 
Door Latches 
Door Pulls 

Door Sets 
Door Holders Drawer Pulls 
Hangers Sash Lifts 
Hasps Staples 


Your neighborhood will buy its Share 


ROSPERITY has estab- 

lished direct contact with 
hosts of automobile buyers and 
home builders. 


The combination is a money 
making team for you. 


In your neighborhood the 
many new cars will need gar- 
ages, and numerous garages 
will be built with new homes. 


Sell National Garage Door 
Sets to this trade. They are 
worth-while and highly satis- 
fying in service. 


Thousands of our sets are in use 
today, operating doors smoothly 
and efficiently. 


The National Catalog 


The National Catalog contains illustra- 
tions and complete descriptions of our 
five Garage Door Sets. 


It also presents the remainder of our 
line, which, being sold to you direct, 
brings you an increased sales profit. 
Send for it. 


NATIONAL MFG. COMPANY 
Sterling Illinois 
































YOUR ORDER SHIPPED 1 THE DAY RECEIVED 
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J. FILSINGER of Burhans 

H & Black, Inc., Syracuse, 

* N. Y., has some very in- 

teresting tips to offer the hardware 

dealer who sells automobile tires 

and accessories. They are as fol- 
lows: 

Tip No.1. Begin your big spring 
drive when your local automobile 
show opens. If there is no display 
of this kind in your own city or 
town, there is sure to be one in some 
near-by metropolis. Get into that 
show for all you are worth! 

This doesn’t mean that you should 
hire a booth at the show, even if you 
are permitted to do so. But you 
may get your window trim tuned to 
the spirit of the exposition. 

Usually the average Burhans & 
Black window stays in only a week; 
but with the automobile accessory 
displays, beginning with the Syra- 
cuse auto show, the windows stay 
two or three: weeks beginning just 
before the exposition and holding 
forth a week later. And Mr. Fil- 
singer says that what he puts into 
the window at this time always sells. 

He compares his displays to an 
alarm clock. Set your window to 
“go off” on stop signals, dash clocks, 
or automobile camping equipment; 
and your results will be just as sure 
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The Auto Camper 


—a New Source 


as the action of a dependable alarm 
clock at daybreak. In other words, 
what you display attractively in the 
windows will gage the weight of 
your sales in the automobile acces- 
sory department. 

Tip No, 2. I don’t know that you 
have thought about it, but the aver- 
age car owner would rather come to 
his hardware dealer for his tools, 
parts, accessories, etc., than go to 
the mushroom auto accessory store 


of Accessory 
Profits 


By F. E. Brimmer 


around the corner. Mr. Filsinger 
says that the car owner knows that 
the hardware firm is an old and long 
established business, that it stands 
behind all the aeceessories it sells, 
and that he can get just what he 
wants from it. 

There is a good idea. Remember 
that Mr. Car Owner comes to you 
more willingly than to any other 
store because he has known you 
longer. The hardware business is 


Portable stoves are essen- 
tial to the camper’s well . 
being. They easily 
stocked and readily sold 


are 





These are some of the legitimate hardware items the camper can carry in car and trailer. 


mature and stable. The little (and 
big) auto supply concerns are fre- 
quently new and untested and lack- 
ing in this maturity. 


There’s an increasing demand for all of 


a 


the camp accessories shown and you should 


HARDWARE AGE 


than has any garage or auto supply 
store in the field. This applies to 
both large and small tools. Then the 
firm features a big line of chains, 
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Why not sell them? 


Upon being asked if he had found 
that any special make of car sent its 
owner to his store more than an- 
other Mr. Filsinger said that he 
sold every make of automobile to 
every class of car owner, from the 
lowest to the highest grade. 

Tip No. 3. The big message that 
Mr. Filsinger gives HARDWARE AGE 
is the fact that there is opening 
up a big field that should be ex- 
ploited by the live hardware store 
everywhere. This field is that of 
automobile camping. This is to be 
distinguished from automobile tour- 
ing. Auto camping means to “live 
along the highway” with the entire 
family. The American outdoor man 


© has found this to be an ideal way in 


o sec 


cash in on it 


Burhans & Black, Inc., carries 
three standard tires. Its tool de- 
partment has a far more complete 
line of tools to offer the car owner 


even truck chains, cross cliains, etc. 
Their mill work department offers 
a complete line of glass cut to any 
size or shape for wind-shields, etc. 


which to spend a vacation and dur- 
ing the past year tens of thousands 
“auto camped” from coast to coast. 
This summer many more will Zollow 
in their footsteps. 

Any automobile tourists’ bureau 
will bear out these facts. It is up to 
the live hardware dealer to make a 
special appeal to the auto camper. 
Of course he is in line for the reg- 
ular accessories. But there are sev- 
eral others that should be added. 

One of the items featured by this 
firm is an automobile camping trail- 


You can get all of this equipment in a trailer, so why not sell it and the trailer as well 
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er which is usually parked in the 
front window during the season. At 
other times it will be found set up 
in the automobile accessory depart- 
ment. Mr. Filsinger says that the 
camping trailer is a great business 
getter and that for the city hard- 
ware trade it is a comer. Every 
roadside camper has his eye on a 
trailer and he knows that a store 
that sells this outfit will have a great 
_ many other camping accessories as 
well. The camping trailer itself is 
a big advertisement for all the other 
auto accessories! 

A modern camping trailer is prac- 
tically a home on two wheels. It has 
room for two double folding beds, 
tents, gasoline or gas stove, ice chest 
and food compartment, some means 
of illumination—either electricity 
or acetylene gas. The trailer is 
roofed by a water-proof tent held 
on a wooden frame. There are 
tables, chairs, etc. And the entire 
thing folds into a space too compact 
to believe until you have seen it. 
The touring-camping public will 
surely buy trailers this summer! 


Then there are camp stoves to con- 
sider. Gone are the days when the 
auto campers built a fire of sticks 
and cooked their meals in Indian 
fashion in the open. Coffee pots and 
pans no longer need to be balanced 
precariously on stones or held out 
at arm’s length while the contents 
are cooking. It is now possible to 
obtain small stoves which can be 
placed over a fire and which will 
hold a number of cooking utensils 


LIVE Western dealer uses the following plan to 

_ build auto accessories sales: 
new car from an automobile distributor and puts 
it in the store on a neat platform. The wheels 
are then jacked up to take the weight off the tires 
and the car is used as a display fixture by attach- 
ing to it such articles as auto signals, bumpers 
(front and rear), shock absorbers, special. lenses, 
spot lights, cushion pedal pads, running board mats, 
auto robes, auto clock, luggage carrier, fire ex- 
tinguisher, trouble lamp, electric cigar lighter, wind- 


shield cleaner, spare tire, etc. 


By this system the dealer is able to show the 
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comfortably. Then too there are 
gasoline stoves and oil stoves which 
are efficient, smokeless and odorless 
and which are a joy to the user. All 
of these are legitimate hardware 
items and are sure sellers. 

Another article that is becoming 
more and more popular is the re- 
frigerator basket, in which the auto 
camper carries butter, cow’s milk 
(no canned milk goes camping), 
fresh cut meat, fish; fresh fruit and 
even ice cream in the portable ice 
chest. Then the refrigerator basket 
keeps all food in a sanitary, dust- 
proof place. 


How About Tents? 


Then there are tents that may 
come in the realm of the automobile 
accessory department, as they do at 
Burhans & Black’s. There should be 
carried a popular canvas in 8 or 10 
oz. waterproof construction, which 
means double-fill and special water- 
proofing. Even balloon silk can be 
used for this purpose. 

Have you seen the wonderful tent- 
bed combinations that are now built 





Everything shown in this picture, with the exception of the cars, can 


for camping? There are a dozen of 
these new contrivances, which 
sprang up like magic within the last 
few years. The bed helps support 
the tent and auto campers are look- 
ing upon this tent-bed combination 
with a considerable degree of favor. 

An entire family of folding camp 
furniture should prove a profitable 
line for the hardware store. Fold- 


ing tables, chairs, washbasins, cup- 
boards, 


infant dressing tables, 





New Car Makes Ideal Display Fixture 


various accessories, how they operate, and the 
method of attachment to the car. 
strate the convenience of the trouble lamp, show 
how shock absorbers or snubbers are attached, and 
what the headlight lenses will do. 
demonstrations add fully 100 per cent to the sales 


He borrows a 


talks. 


sets, etc. 
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double and single beds, and all the 
rest of the folding family. 

The sporting goods counter faces 
the. automobile accessory depart- 
ment in the Burhans & Black store. 
Hence the fishing, hunting, outdoor 
clothing, and general sporting goods 
equipment are near at hand and easy 
to sell to the automobile owner. 

It will pay every hardware dealer 
to take Mr. Filsinger’s automobile 
camping tip and prepare for the 
army that will “hit the road” this 
summer. Syracuse, N. Y., recently 
opened a municipal motor camping 
park and other parks are scattered 
throughout the entire country, es- 
pecially in the West. Overland Park 
at Denver, Col., the parent of auto- 
mobile camping parks, is typical. In 
Denver you are assigned a lot on 
which to pitch your tent or trailer, 
which is never more than 150 feet 
from a city water outlet. In the 
park you have a municipal electric 
light current for your camp. illum- 
ination, as well as bathing facilities, 
public garage and repair shop, laun- 
dry, and a municipal store where 


be sold in your store 


merchandise of all kinds is sold at 
moderate prices. 

Such is the lure of automobile 
camping. Every member of the 
family, from babe to grandmother, 
does it. It is today the most popu- 
lar form of vacation in America, bar 
none. And the hardware man should 
get acquainted with the fast selling 
automobile camping equipment that 
should accompany his regular auto- 
mobile accessory department. 






He can demon- 


Such practical 


Small display stands are placed on or near the 
platform to show tire pumps, jacks, tow lines, tool 


Since the car naturally gets a lot of publicity 
from this plan, the auto dealer is more than willing 
to loan it for a given period. 





HARDWARE AGE 





The 





Morehouse € Wells Co., Decatur, Ill., has 
arranged its automotive merchandise with a 
view to efficiency in selling. 
easily handled in trays, tires are racked under 
the counter and every article is in plain view 


Small parts are 





Build Your Accessory Business 
on a Firm Foundation of Facts 


ACTS and figures never lie, it 
has been said. Then, again, 
you can get figures to tell you 

almost anything. The question is to 
get the right figures and digest them 
carefully. Here are some facts and 
figures that reveal wonderful oppor- 
tunities to retail hardware merchants 
all over the United States. 


If the motorist needs anything for his car he’s pretty sure to find it in this display of the Nicholas 


The fact remains that 2,287,000 au- 
tomobiles were manufactured in 1922. 
It is estimated that in 1923 there will 
be 1,800,000 automobiles needed to 
replace old machines alone, to say 
nothing of the people who will buy 
their first car. During 1922 about 
one person in every ten owned an au- 
tomobile and in 1923 it js expected 


It’s complete in every detail 


that there will be a motor car of some 
kind in the possession of one person 
out of every nine. 

The production of trucks in 1922 
totalled 240,000 and the total whole- 
sale value of automobiles and trucks 
produced in that year amounted to 
$1,558,567,000. In the same year 
there were 11,500,000 motor vehicles 


Hardware Co., Oak Park, Ill 
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registered, and the United States own 
81 per cent of all the automobiles in 
use. The production of tires in 1922 
amounted to $36,340,000. 


3,300,000 Farm-Owned Autos 


There are 200,000 trucks on the 
farms of this country and 3,300,000 
automobiles owned by farmers, which 
gives the farmers nearly one-third of 
the automobiles in the United States. 

The automobile industry uses 83 
per cent of the rubber supply, 30 per 
cent of the plate glass manufactured, 
20 per cent of the aluminum supply 
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larger. Just try to compute, in a 
rough way, the money spent on these 
15,000,000 cars for accessories. 

It would be a mistake to overlook 
the fact that the large percentage of 
automobiles in the rural and farming 
sections opens up exceptional mer- 
chandising fields in accessories. 


Use Up-to-Date Methods 


Hardware dealers have never lost 
their prestige as legitimate distribu- 
tors of accessories. Many dealers in 
towns of 2000 sell from $10,000 to 
$25,000 worth of tires a year. The 
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Hardware Co., Louisville, Ky., will 
give an idea of a comprehensive way 
of sampling automotive merchandise 
so it can be sold. The showcase in 
front of the shelving is filled with 
other accessories such as_ gloves, 
robes, etc. The department is right 
next to the electrical department, 
which is both logical and convenient, 
as there is a great deal of the elec- 
trical merchandise that is also used 
by the autoist. 

The arrangement of the Morehouse 
& Wells Co., Decatur, Ill, shows a 
somewhat different plan. Small parts 
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The Henry Heick Hardware Co., Louisville, Ky., samples a wealth of accessory material on wall 
panels. The show case in the foreground contains driving gloves and robes 


and 4 per cent of the iron and steel 
production. 

Here are the staggering figures: 
5,300,000,000 gallons of gasoline were 
used in 1922, with a monthly average 
of 784,261,000 gallons. The latest 
estimate says that in the spring and 
summer of 1923 twenty-three gallons 
will be consumed in this country 
every second. This means 2,000,000 
gallons of gas a day, and it is said 
there will be 15,000,000 motor cars 
in operation. 

Think of the value of 15,000,000 
automobiles! Is it any wonder they 
use over $36,000,000 worth of tires 
in a year? That means an average 
of $1,000 a year sales in tires for 
every hardware store in the United 
States in 1922. Did you get yours? 
This year sales will be very much 


business is there, the machines are 
there and the money will go into the 
cash register if modern merchandis- 
ing methods are used. 

Persistent advertising creates 
steady returns. You can take a ham- 
mer and make a dent on a stone wall 
but it takes persistent hammering to 
tear the wall down. The wall is the 
buying public. Advertising is the 
hammer and the dealer is the man 
who wields the blows. Persistent and 
consistent hammering with advertis- 
ing at the wall of public buying power 
will break down the barrier and put 
the old bank balance on the safe side. 


Good Display Ideas 


Indoor arrangement of stock is a 
big factor in building up trade. The 
illustration from the Henry Heick 


are placed in trays in the showcases 
where they may be easily seen and 
examined. Sample tires are kept in 
racks under a counter and are easily 
inspected by a prospective customer 
or by anyone who happens to visit 
the department. Display boards on 
the counter and some items of at- 
tractive merchandise also add to the 
appearance and continually act as 
silent salesmen. 

The windows of the store have been 
called the eyes of the business, and, 
next to advertising, the windows un- 
doubtedly have the greatest pulling 
power. Attractive and clean windows 
always produce results. Expert win- 
dow trimmers are not needed for the 
merchant who carefully studies the 
needs of his community and who 
prices his goods at the right figure 
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can usually install a display that will 
draw more business than one made 
by a professional window trimmer 
who knows nothing about what the 
.community needs and demands. 


Accessories in the Suburbs 


The display from the Nicholas 
Hardware Company, Oak Park, IIL, 
will give a good idea of the size of 
the stock carried by this suburban 
concern. The bottom of the window 
is filled with white waste, which 
makes an effective setting for the 
merchandise, and furnishes a good 
color contrast for the highly polished 
and dark automotive merchandise. 
Three steps in the window furnish 
space in which to display the mer- 
chandise and give it proper eleva- 
tion so that it can be easily examined. 

This spring and summer will see 
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many new automobiles unloaded and 
sold. That means more automobiles 
in your community and consequently 
more automotive merchandise will be 
needed. Why not supply the need? 
If you have good roads to your 
town, popular trading days will wit- 
ness crowded streets lined with au- 
tomobiles. The number of machines 
will be larger this summer than ever 
before. If you do not have good 
roads it is quite likely that much 
money will be spent within a com- 
paratively short time to give them 
to your community. Good roads or 
bad, the automobiles will keep on in- 
creasing. Don’t let someone else take 
the business in your locality that is 
rightfully yours. Automotive acces- 
sory sales belong to the hardware 
store. Advertise, keep a good stock, 
well selected and clean, make attrac- 
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tive display windows and be sure that 
all your salesmen are posted on the 
fine selling points of your stock. 


Put Your Town on the Map 


If your town needs good roads lead- 
ing to it and is losing business be- 
cause your neighboring town has bet- 
ter roads, do a little missionary work 
toward getting the highways leading 
to your trading center improved. 
Help to put your town a well-marked 
trail and make use of all of the sign- 
boards and fence posters you can get 
in order to firmly fix in your cus- 
tomers’ minds that your hardware 
store is the place in which to buy 
their automotive merchandise along 
with the rest of the hardware. Sign- 
boards and guide posts bring tourists 
through your town, and they will 
come to your store for their needs. 


A Novel Aid to Auto Accessory Sales 


Wall Cabinet Containing Ford Essentials 


NOVEL plan to help hardware 

dealers sell automobile acces- 
sories has just been put on the mar- 
ket by the Wyeth Hardware & Manu- 
facturing Co., St. Joseph, Mo. John 
T. Olive of that firm recently con- 
ceived the idea of helping retailers 
sell accessories and accordingly de- 
signed the accessory cabinet as 
shown in the accompanying illustra- 
tion. Considerable thought was put 
on the quantity of merchandise that 
the ordinary hardware store should 
carry and the proper methods of 
merchandising these goods. Conse- 
quently a Lupton steel unit was de- 
signed with nine shelf spaces for 
this automotive merchandise. 

The assortment was made up after 
very careful study of the trade and 
is said by experts to give the re- 
tailer just the right quantities and 
selection of items needed for Ford 
cars. The steel cabinet is 7 feet 
high, 3 feet wide and 1 foot deep. 
The shelving is adjustable and can 
be arranged to suit individual needs 


Gets the Eye and Sells Goods 
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if necessary. The finish is velvet, 
green-baked enamel. 

The selection of merchandise in- 
cludes Hartford tubes, Rid-O-Skid 
chains, Walden wrenches, Gates fan 
belts and radiator hose, Rose pumps, 
Dutch Brand tire tape and cement, 
Milwaukee timers, patches, air 
gages, jacks, spark plugs, brake 
lining, gaskets, piston rings, cotter 
pins, nut assortments, lock washers, 
electric bulbs, radiator caps, grease 
guns, radiator neverleak, waste, 
wires, coil points, lens and other 
items needed for Ford cars. 

The step taken by this jobber is 
in the right direction, and it is felt 
that many hardware merchants who 
have a fine market for Ford acces- 
sories will find that such a plan will 
start them off on the right foot by 
supplying them with proper storage 
space for the merchandise which will 
also help sell it and by having a well 
selected assortment of fast moving 
merchandise that has a_ universal 
demand. 
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HE hardware dealer who is so 
situated that he can sell to the 
garage trade will find in this 

field a decidedly profitable channel 

of distribution. This trade may right- 
fully be divided into two sections. 

First, the public garage or service 

station found in practically every 
town. Second, the private repair 

shops for auto fleets maintained by 
local factories or taxicab companies. 

The operator of the public garage 
depends upon his equipment for his 
living. He must have quality tools 
and efficient machinery. The best 
way to sell this trade is by personal 
solicitation. One man in your staff 
thoroughly capable of handling this 
work should be deputized to call 
upon the public and private garage 
trade at regular intervals. This 
salesman should keep 
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Finding Hardware Profits in Garages 


tool will do better work in less time 
than the old-fashioned method. Its 
use identifies the garage owner as 
being awake to the possibilities of 
his business. Car owners appreciate 
a modern and fully equipped shop 
and give it their patronage. Tell 
your garage owners that their equip- 
ment should be the very latest and 
best and show them samples. 

The garage man knows tools and 
pictures will make but small impres- 
sion upon him. Bring him samples 
so that he may see just what he is 
getting. In the case of the com- 
pressed air drill a demonstration on 
the prospect’s own work would be 
the best sales talk that could be of- 
fered. Time means money when one 
is repairing cars and you can give 
a good sensible sales talk on saving 


time by using pneumatic drills. 
Every garage is called upon for free 
air and a well kept air compressor 
will reduce the overhead of this ser- 
vice to a considerable degree. No 
garage can afford to maintain a 
leaky air compressor. 

Fords and other light cars need 
replacements of timers. If your 
stock on this item is good and you 
carry the right line you can depend 
on steady: orders from auto owners 
and garages. 

In the window display on this 
page taken at the Brown-Rogers Co. 
store in Winston-Salem, N. C., we 
find a good assortment of auto 
equipment worthy of a special sales 
drive. In this display we find brake 
lining, timers, pneumatic drills, 
bumpers, rim parts, gaskets, and 
other essential replace- 
ment parts. A measuring 





posted on the activities of 
all local garages. Broken 


oil pump is also included 
in this display. You have 





tools in tthe repair station 
must be replaced at once. 

Have this salesman sur- 
vey each garage by mak- 
ing a list of the equipment 
in use. Make up suggested 
“added equipment lists” 
for each garage, and be 
sure to quote prices. Take 
such an item as a pneuma- 
tic drill which operates by 
compressed air. Such a 

















“Private Garage a Gold Mine of Sales” 


ON’T forget that the private garage is a good 

source of business in accessories. -Watch the 
building notes in the newspapers and make it a 
point to know when new garages are to be erected 
by car owners. Then get in touch with the owners 
at once. The construction of a private garage imme- 
diately suggests such articles as a garage heater, 
tools, gasoline, storage system, air compressors, 
sponges, chamois, vise, bench, pail, hose, waste, oil, 
grease, vulcanizer, etc., as well as the necessary 
garage hardware. 


a good sales story on this 
item because the margin 
of profit is small on oil 
and it is absolutely neces- 
sary that there be no 
waste. A leaky oil pump 
will quickly eat up all 
profits and will become a 
liability rather than an 
asset to both owner and 
customer. 
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Selling Women Hersus Mei 


rW\HERE are always a few impressions that stick 
to a man for life. Often they center around 
his first job at the time when making good 
was uppermost in his mind. Probabiy the most try- 
ing period of our lives comes when we first break 
away from Dad’s purse strings and begin to sell 
our own services for cash that carries the per- 
sonal brand. As my first job was behind a retail 
counter the ‘memory of it sticks to me like glue. 
I wanted to make good. I wanted to sell. I wanted 
the boss to pick me for something that carried more 
responsibility and incidentally more pay. 
Well—about the second week after I joined the 
force, a woman came in to look at a range and 
the job of selling or trying to sell it fell to me. 
As a matter of fact I was rather confident that 
I could put it over. I had listened to a salesman 
talk that range and felt that I could tell its story 
fairly well. Also I had seen a range canvasser 
pound on the stove lid and stand on the oven door, 
and I held that up my sleeve as a clincher. For 
about twenty minutes I talked construction like 
a veteran and she listened in a decidedly listless 
way. Then she said “Well, I guess I won’t buy it 
to-day, I’ll think it over.” As she started out the 
boss stopped her. “I see you have been looking 
at our finest range, Mrs. Brown,” he said. “We are 
proud of that range because it does everything a 
good range should do, and at the same time is an 
ornament to any kitchen. Just let me show you 
something,” and he skillfully led her back to the 
range she had just left. “I’m not going to bother 
you about material that goes into this range,” he 
added, “because you know that every good standard 
range is made of the best material available. What 
I want to show you is that the manufacturers of 
this range have built it around your problems as 
a housewife.” Then he began to explain how the 
construction of the fire box was such that it held 
the heat, insuring a uniform cooking; how the ther- 
mometer on the oven stove indicated the proper tem- 
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perature for baking; how the warming even added 
to convenience. 

He brought out the points of beauty, utility and 
ease of operation. He explained how easy it was 
to keep the range clean and bright. . She was in- 
terested and hung on every word. In less than 
fifteen minutes he had closed the sale and collected 
the cash. 

When Mrs. Brown was gone he turned to me with 
a kindly smile and said “You tried hard, boy, but you 
fell down on one thing. You never stopped to 
think that a woman and a man buy from different 
angles. A man is naturally mechanical and wants 
to be told of material, construction, etc., but a 
woman isn’t mechanical. She is interested in the 
beauty of an article and the things it will do to 
make her work easier and more pleasant. You tried 
to sell her iron and steel and nickel. What she 
wanted was service, satisfaction and beauty. I 
sold her a vision of what that range would do for 
her and her family and a mental picture of a 
beautiful useful addition to her kitchen. Do a 
little studying along that line, my boy, and you will 
be worth more to yourself and to the store.” 

It was good logic and it bore fruit. During the 
next year I earned a reputation for selling ranges 
and housefurnishings that gave me charge of a 
department. 

Remember this: Women are responsible either 
directly or indirectly for about 85 ner cent of the 
sales made in a modern hardware store. Their 
patronage pays. If you have been using “man” 
arguments on “women” customers take my tip and 
change your tactic. It will mean bigger business 
for the store and greater opportunity for your own 
advancement. 











April 5, 1923 


HARDWARE AGE 





Pou vereanearosenecenegeepsnonennenenene nero 





Are Auto Accessories 
Successful 
in the Hardware Store? 


D. Fletcher Barber, President of Chandler & 
Barber Co., Boston,.Mass., Answers the Question 
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E remember, many years ago, 
that when bicycles came to 
be popular, there seemed to 

be a certain frenzy about their sale 
and that of accessories: They did 
not, it was said, fit in well with the 
more settled and conservative hard- 
ware lines, so that business on these 
articles was left somewhat to the 
bicycle and specialist sale places. 
Gradually, the “hot-air” was dis- 
sipated and the frenzy was suc- 
ceeded by more rational methods, 
so that hardware stores became well 
recognized places of distribution for 
bicycles and sundries. 


Hardware Stores Reliable 


Some of this same condition has 
been found in the automobile acces- 
sory business. In the earlier days, 
the manufacturers seemed disposed 
to market their products through 
garages, which sprang up like mush- 
rooms. A lack of proper financing, 
and above all, proper methods in 
running these places, has resulted 
in it being generally admitted that 
hardware stores are the most legiti- 
mate places to find what is reliable 
in automobile goods or accessories. 
It has taken some years to show 
that garage men, generally, should 
attend to the repair end of auto- 
mobiles but that the sales end must 
be handled differently, and by sales- 
men. 

Wherever hardware dealers have 
gone. into automobile accessories 
properly, that is, with room enough 
for proper display and with a sales 
force that understood what they 
were trying to sell, they have proved 
successful. 

This fact was proved this week 


[EpiTor’s Note: D. Fletcher Barber, 
president of the Chandler & Barber Co., 
Boston, Mass., and past president of 
both the National and the New Eng- 
land Retail Hardware Associations, 
was one of the first hardware retailers 
in the country to stock automobile ac- 
cessories. Today in the heart of Bos- 
ton the Chandler & Barber Co. carries 
a stock of accessories that amounts to 
several thousand dollars which it turns 
over three to four times a year.] 
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when I was having my car over- 
hauled by a perfectly competent and 
capable garage man. The question 
of using piston rings came up. The 
garage man wanted to put a certain 
piston ring at the bottom of the 
cylinder. One of our sales force— 
not half the age of the garage man 
—explained the reasons why these 
should be placed at the top of the 
cylinder, and the competent work- 
man saw the logic of the statement 
and agreed that his idea was right. 
This brings home very strongly the 
fact (and it applies to any part of 
the sales force and in any depart- 
ment of a hardware store) that if 
a salesman KNOWS his job, he is 
of real assistance to the customers 
or consumers. 

This also brings up again what I 
have repeatedly referred to, and that 
is, the statement of the former 
editor of the HARDWARE AGE—the 
late R. R. Williams—in an address 
before our New England Hardware 
Dealers’ Association—which was: 
That the hardware business, prop- 
erly conducted, is more of a profes- 
sion than a business, because, if a 
salesman knows his job, he has to 
inform his customers regarding 


many things. At that time reference 
was made to the salesman informing 
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D. Fletcher Barber 


masons, carpenters, cabinet-makers, 
machinists, etc, as to the use and 
qualifications of certain tools, and, 
in these days, we would have to add 
automobiles. 


Objections Answered 


Objection has been made on the 
part of some dealers that there are 
so many new things coming out 
every day. These men ‘have been 
deterred from putting in a stock 
because of the liability of loss in un- 
salable goods. This, again, brings 
us back to the fact that if the men 
in charge know their jobs and have 
sufficient judgment, they will use the 
same intelligence that is required in 
other parts of the business as to 
whether the claims are sound and 
the invention or attachment is really 
in the interests of the consumer. 

This again Lrings up the state- 
ment, often made, that the hardware 
dealer—and this applies to every 
other line of business to be of real 
service, should use’ the intelligence 
and judgment given him for the bene- 
fit of his customers, and this idea 
is spreading constantly, so that the 
better class of customers are de- 
pending upon the hardware men to 
give them the result of their ex- 
perience and judgment before pur- 
chasing things untried. 

In our own case—we have great 
satisfaction with the conduct of our 
automobile accessory department. 
We have just the kind of a man 
outlined above in charge of it, and 
he has able assistants. 

We have lately added radio equip- 
ment and are using the same sort 
of judgment, combined with knowl- 
edge, in the selection and sale of 
this rapidly growing invention. 









Here’s a display used by the Morehouse & Wells Co. Decatur, Ill. 
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Note the way in which dealers’ helps have been used 


Taking Hardware Toll 


YPNHE value of automobile acces- 
sories in the hardware store 
is acknowledged by all, and 

they are universally recognized as 

profit-makers for the merchant and 
comfort-makers for the car owner. 

But when discussing the field of ac- 

cessories and auto essentials it is 

well to remember that no car can 
run without tires. They are as nec- 
essary to the automobile as is the 
engine. 

Tires may justly be regarded as 
legitimate hardware. Not only do 
they bring a fair profit but they 


bring good will as well. It is not 
good judgment however, for the 
hardware merchant to decide off- 
hand that he will carry this line and 
without any further investigation 
immediately proceed to lay in a 
stock. Mature consideration is nec- 
essary and a survey of the field 
should be taken before launching the 
line. 

Make it a point to investigate the 
nature of your customers’ needs. If 
you live in a country that is thickly 
populated with Ford owners the na- 
tural thing to do would be to con- 


Just symmetrically arranged tires and tubes, but it brought business to the 
Barrett Hardware Co., Joliet, Ill, 


centrate on 30 x 314’s and to buy the 
larger sizes in proportion to the 
probable demand: 


Cash in on Publicity 


Opinions differ as to the number 
of lines to carry, but those hard- 
ware merchants who have made a 
success with tires usually advocate 
carrying only one make and pushing 
it to the fullest extent. Make it a 
point to tie up as closely as possible 
with the tire manufacturer’s pub- 
licity. These firms spend enormous 
amounts every year for the sake of 
keeping their products before the 
public eye. You might as well ride 
in on this wave of advertising. 
Once you decide on the line you will 
carry buy reasonably and don’t over- 
stock. Remember it’s the small 
stock frequently turned that makes 
the money. At the same time see 
that the stock is comprehensive 
enough to cover your requirements. 

Many a tire sale has been lost> be- 
cause the dealer was not aware of 
the fact that certain numbers of his 
stock had reached the vanishing 
point. Right here is something to 
bear in mind—keep constant track 
of the condition of your stock and 
be sure to reorder whenever you 
reach a certain minimum. 

In stores where the stock of tires 
reaches considerable proportions it 
is well to keep a card index of the 
various sizes. Keep a separate card 
for each size. On this card list the 
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The Brown-Rogers Co., 


number of tires of this size in stock, 
the date when you received ship- 
ments, the quantity received, cost, 
the number sold and the number on 
hand. By checking up on this card 
you will be able to see in a minute 
the condition of your stock in this 
particular size. In other words you 
will automatically know when to re- 
order. 
Weekly Check-Ups 

Smaller stores carrying a limited 
stock need not go into such detail 
but it is highly advisable to check 
up the various numbers in the stock 
from time to time—say once a week. 
In this way you will always be in 
a position to supply the needs of 
your customers. 

Whenever possible be sure to 
keep the factory wrappings on the 
tires. This will serve to protect 
them from contact with water, oil 
or strong sunlight all of which are 
injurious. Keep your tires racked 
and off the floor. If your stock is 
large it might be well to rack them 
on the wall or, if you have the space, 
keep the surplus stock in a separate 
room. 

Age works disadvantageously on 
tires and it accordingly behooves 
the dealer to arrange the stock in 
such a way that the oldest tires are 
sold first. To this end all tires 
should be marked according to the 
date upon which they are received at 
the store, and they should be marked 
with a key number understood by 
you but not by the customer. An 





Winston-Salem, 
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from Tires and ‘Tubes 





excellent key system to follow is to 
have the tires marked with a single 
number the integral parts of which 
represent the month, day and year. 
In this manner a tire marked 62123 
would tell the dealer that it had 
been received on 6-21-23 or the 
sixth month and twenty-first day 
in the year 1923. Keep the tires 
racked according to the date re- 
ceived and always put the new ar- 
rivals at the furthest point possible 
from the ones next to be sold. In 
this manner you will be sure of the 


is another firm that takes advantage of this kind of advertising aid 








fact that your stock is moving in 
a regular and orderly manner. 

It might be well to mention at 
this point that the owner of a small 
stock can readily combine his tire 
and accessories display in an effect- 
ive manner by featuring the tires 
in a one stage rack the top of which 
has a surface upon which accessory 
items may be shown. Tubes should 
be kept in the cartons in which they 
are received. 

It is impossible to have too much 
data on,prospects and every car 





A pretty girl gets the eye every time. 


Clinton, IIL, 


That’s why H. G. Beatty & Co., 


used them in connection with a tire window 
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owner in your vicinity should be re- 
garded as a potential tire customer. 
One of the best ways in which to 
size up your field is to get in touch 
with the office of the Secretary of 
State of your own State and ask for 
a list of cars registered. If you can- 
not get it there you will at least 
be informed as to where it may be 
obtained. Equipped with this list 
which should be in card index form, 
you can inaugurate a campaign of 
circulars, cards and letters to all car 
owners in your sales territory. Tie 
up this campaign with some adver- 
tising in your local paper and if pos- 
sible and not too expensive get. a 
few signboards on the important 
roads entering your town. 


Keep Up to Date Records 


It is always good business to keep 
a record of the tires sold and the 
persons to whom they are sold. This 
is not only the basis of a prospect 
list for future tire sales campaigns 
but it is also a protection against 
possible complaints. When a car 
owner drops in at your store with a 
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claim for tire adjustment, and is 
somewhat uncertain as to when he 
purchased the tire in question the 
air is usually cleared if you have a 





Paint Your Tire Racks! 


Sg of the best ways of calling 
attention to the stock of tires 
in your store is. by painting the 
tire racks in such a way that they 
cannot fail to attract attention. 
Take a can of paint and a brush 
and turn the old, lifeless-looking 
racks into attention-compelling 
objects. Give them a coat of ver- 
milion, orange, light green or 
some other color and then watch 
your customer’s eyes wander in 
their direction. 














black and white record as to when 
it actually was purchased. These 
sales records should contain the 
name of the purchaser and his ad- 
dress, the serial number of the tire 
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and your own number signifying 
the date upon which you received 
it, the size and the date of the sale. 
Armed with this data you are on 
safe ground and the customer will 
recognize the fact and respect you 
more for: it. 

In conclusion let us add a few 
words more, Never “knock” a tire 
that you do not carry. It doesn’t 
pay and may drive a customer over 
to the store that carries the brand 
in question. Don’t talk prices but 
concentrate on mileage and dura- 


. bility instead. Don’t speak of guar- 


antees in terms of adjustments but 
in terms of mileage warranted. 

Tires are essential to the well be- 
ing of the car and every motorist 
needs them. When you carry them 
you not only derive a profit from 
their sale but you convince the car 
owner that you handle everything 
that he needs. He has confidence in 
your ability to supply anything he 
needs. And that. confidence will 
soon extend from a matter of tires 
and accessories to general hardware 
as well. 





Mr. Sellmore Hardware Revises His Opinion of the Statistics Hound 





HEREQOMES MR Buzz, THE 
STATISTIC HOUND, HE'LL TALK 
MY HEAD OFF—You TAKE CARE 
OF HiM, JiM—-IM TRYING TO 
THINK, OF SOME WAY To “PEP 
uP INESS 
AND DON'T 
ef WANT TO BEG 
DISTURBED 


~ 

















IS THAT AFAT)/ YES SIR, EVERY NINTH LL. 
MR BUZZZ PERSON IN THE UNITEDSTATES 

N OWNS AN AUTO AND MORE. 
“THAN 600,000,000 1S SPENT 


Sasi 









































DID YOu EVER STOP TO THINK WHAT 

THE AUTOMOBILE MEANS TO THE 

WARE BUSINESS INTHE WAY OF 
ACCESSORY AND OTHER SALES 























HES NOT SUCH A FOOL AFTER ALL~ 
TLL PUT INAFULLINE OF AUTOMOBILE 
ACCESSORIES — HERE IVE BEEN 

STEWING AROUND FOR DAYS TRYING! 


THAT'S NOT ANIGE WAY To SPEAKS 
HERE Comes \ IF OUR CUSTOMERS, Jim~ HE GAVE: 
THAT. PEST ME THE BEST MONEY-MAKING 
Ain) A 10EA IVE HAD IN ALONG TIME 
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“Auto Accessory Sales Total 75 
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Per Cent of Our Entire Business” 


tion of the Civil War the 

John G. Wilkinson Co. of 
Newburgh, N. Y., was established. In 
1905 the firm was incorporated. At 
the time the store was founded auto- 
mobiles of course were unheard of 
and hardware dealers did not have 
the present day opportunities to in- 
stall a profitable auto accessory de- 
partment. 

For the first fifty years the bus- 
iness of this firm included such lines 
as blacksmith’s supplies, carriage 
hardware, complete carriages, and 
general lines of horse goods. A few 
years ago Mark Reeks, the president 
of the firm, realized that the popular- 
ity of the horse for trucking and 
pleasure driving was on the wane. 
With it declined the sales and profits 
on goods pertinent to the use of 
horses and carriages. Following 
this discovery it was decided to 
break into the distribution of auto 
accessories. 


Pt years after the termina- 


75 Per Cent in Accessories 


Today we are told that 75 per 
cent of this firm’s entire business 
is in auto accessories and garage 
equipment. Each successive year 
the accessory business. has greatly 
increased. Striking off monthly 


averages on an annual sales volume 
basis business in this line has im- 
proved and has always been in good 
shape. 

This is a strong recommendation 





for the retail hardware dealer to 
consider when stocking requisites 
for the motorist. The John G. Wil- 
kinson Co., has built up a large bus- 
iness in supplying the Newburgh 
garages with machine tools and other 
essential equipment. This has been 
accomplished solely by means of per- 
sonally soliciting the garage opera- 
tors, who have become convinced that 
to buy from Wilkinson not only 
means prompt service and guaran- 
teed goods but that the business is 
kept in Newburgh as well. 


Balanced Stock Essential 


This firm cautions hardware deal- 
ers not to be caught with poorly 
balanced stock. Some items classed 
as accessories are at best novelties 
and their popularity is only of a 
passing nature. Careful but not 
stinted buying is essential. 

On the other hand the motoring 
public requires that a dealer’s stocks 


be complete and varied. There are: 


many items to be carried in this 
department and it is a field worthy 
of cultivation and special attention. 
Mr. Reeks has never stooped to 
price-cutting tactics and warns. all 
other retail hardware dealers to 
avoid this practice as it has always 
proved ruinous in the long run. 
Experienced men are needed in 
the auto accessory department. If 
such are not available this merchant 
suggests that the dealer appoint some 
man capable of learning the various 
phases of selling accessories and 


make him responsible for the de- 
partment. The average motorist is 
a good spender and likes to discuss 
the merits and performance of his 
ear. If the salesman who serves 
him is qualified to talk to him about 
cars and can give him intelligent ad- 
vice on the more desirable additions 
the accessory department will grow. 
He knows whereof he speaks because 
such methods have built up this de- 
partment in his own business. 


Some Items to Carry 


Among the basic auto accessory 
lines recommended by this firm 
are the following; tire chains, extra 
links, chain tools, spark plugs, tire 
gages, brake lining, wrenches, pliers 
and other tools, tire and rim tools, 
horns, jacks, pumps, lubricants, ra- 
diator covers, robes, lenses, bumpers, 
radiator hose, taps and dies, tool 
boxes, hydrometers, luggage car- 
riers, folding chairs, mirrors, spot 
lights, bulbs, tire patch outfits, tire 
repair outfits, polishes, dressings, 
tire covers, cotton waste, dusters, 
chamois, coarse sponges, grease guns 
and special attachments and tools. 
Where sufficient space is available 
engine and ignition replacement 
parts, a gas pump and tire compres- 
sor are also helpful. These last 
named items help bring people to 
your store and when they are in 
your store half of their sales re- 
sistance is gone and the other half is 
usually diminishing. 


= 
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Each Local Motorist Owes You $158 


But You Must Collect This Amount in Exchange 
for the Accessories Your Store Carries 


tory owes you $158 annually 
for the purchase of replace- 
ments, tires and accessories for his 
car. But itis up to you to 
collect, and you can’t do 


homey motorist in your terri- 


accordance with the population of 
your territory, as compared with the 
State population. Consider $158 per 
car in this section a minimum and 


supply you with the goods, and the 
artieles in this and subsequent issues 
of HARDWARE AGE will offer you con- 
crete merchandising suggestions used 

by other dealers in other 





this unless you have sold 
him ‘the merchandise he 
will require. Somebody will 





get his money, and it should YEAR 
be you. 1922.. 
According to reliable fig- 1921.. 
ures each car in use re- 1920.. 
quires an annual expendi- 1919.. 
ture of $158. This includes 1918.. 
$38 for replacement parts, c. 


$52 for accessories and $68 
for tires. The map on the 


Five Years Production on Automobiles 


Figures from National Automobile Chamber of Com- 


sections. Bring these fig- 
ures and the various auto 
accessory sales stories ap- 


PASSENGER COMMERCIAL ToTAL— pearing in HARDWARE AGE 

CARS CARS COMBINED to the attention of every 

ieiras 2,287,000 240,000 2,527,000 salesman in your employ. 

pS. 1,514,000 154,550 1,668,550 Discuss these points in your 

eters 1,883,158 322,039 2,205,197 store meetings and let your 

ceiheeen 1,657,652 316,364 1,974,016 entire staff work in unison 
Sater oro 926,388 227,250 1,153,638 


to make 1928 the biggest 
sales year in these lines 
that you have ever experi- 
enced. 








opposite page will tell you 

the 1922 registration figures, the 
1920 census figures and the increase 
in auto registration over the previous 
year. Locate your State. At the foot 
of this page you will find a table giv- 
ing the increased percentage of regis- 
tration for the same period arranged 
by States. 

You can also find on this page auto 
production figures for the past five 
years and a diagram explaining the 
distribution of cars throughout the 
United States. The percentage of in- 
creased registration for your State 
should be the minimum increase in 
sales for your auto accessory depart- 
ment this year. And it’s up to you 
to get that increase. 

These few facts can be used ad- 
vantageously by every hardware 
dealer. You can approximate the 
number of cars in your district in 





Where They Are 
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set your accessory sales goal for the 
year 1923. 


Jobbers and manufacturers will 


Remember that this in- 
formation is valuable only if applied 
hand in hand with real salesmanship. 
These figures are yours. Use them 
and profit accordingly. Be inspired 
by. the knowledge that in 1922 every 
State in the Union showed more cars 
were registered. But information 
and inspiration are mere words un- 
less utilized, and you will benefit in 
accordance with the effort you make. 

The importance of accessories to 
the present day hardware store can- 
not be denied. Not only do they 
bring you immediate profits, but they 
also serve to bring in new custom- 
ers from the outlying districts and 
make them steady patrons of your 
store. The season of big accessory 
sales is at hand, and you should get 
your share of the profits. Why not 
consult these pages and then act ac- 
cordingly? 
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Percentage Gain in Registration by States 
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Auto Registration Increased in Every State During 1922 


CCORDING to reports there were 12,364,377 motor vehicles registered 

in the United States in 1922. This represents a gain of 1,858,747 or 17.9 per 

cent over the year 1921. Total fees collected for registration amounted to 
$151,384,745. Of this total registration 9,978,211 were passenger cars, 1,409,- 
439 were trucks and 193,495 were motor cycles. Motor cycle registration 


the country. Registration throughout the entire world comes to approximately 
14,748,468. Thus the United States has 83.8 per cent of the world total regis- 
tration. 

Have your sales of auto accessories increased 17.9 per cent during the 
year 1922? Notice the percentage of registration gain in your own State and 
then set your goal in auto accessory sales for 1923 according to the number 


dropped off 14,435. 


Kiguring closely this means one motor vehicle to every 8.84 persons in of cars in your locality. 
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Supplying the Repair 


Needs of the Motorist 


7 HEN a motorist purchases 
an automobile he receives an 
assortment of tools for re- 

pair purposes. As far as it goes 
the idea is good, but frequently 
these tool sets are incomplete and do 
not contain articles of a particularly 
high quality. Complaints often 
arise regarding these errors of omis- 
sion and commission on the part of 
the manufacturers, and these point 
to a golden opportunity for the 
hardware merchant to furnish the 
motorist with complete sets of de- 
pendable tools. 

The best car ever made will 
eventually spring a few loose bolts. 
The floor boards will jack up pulling 
the screws with it. Squeaks and 
rattles will develop and carefully 
made tools are needed by the 
motorist to eliminate these annoy- 
ing conditions. Doors swing loose 
on their hinges, get off center and 
need screw driver and monkey 
wrench attention. Poor tools will 
mar the job and spoil the car. 

As a hardware dealer you should 
have a local reputation for handling 
good tools. You should consider 
every motorist in your town a pros- 
pect for a good set of tools and 
many extra pieces. The auto owner 


only needs to break down on the road? 
once and you won’t be able to keep 
him away from a full set of tools. 





Have a little pride in your tool 
stock and when you sell the motorist 
a set of them make sure he is getting 
the right kind and the proper assort- 
ment. 

Every driver needs a good set of 
socket wrenches, a set of “S” 
wrenches and at least two of the 
Stilson type. He needs screw drivers 





April 5, 1923 






in several sizes and should carry a 
full kit of ignition tools including 
various odd shaped wrenches, screw 
drivers and width gages. Make 
sure that your line of ignition tools 
is of the best, because the work 
they are required to do is very ex- 
acting and usually in awkward 
places. 

The Vonnegut Hardware (Co., 
Indianapolis, Ind., offers some splen- 
did ideas on the stocking of hand 
tools. The two wall cases shown on 
this page were designed by Edward 
W. Snyder. These cases not only 
offer a complete display but are 
ample enough to carry the stock. 
This simplifies sales transaction and 
saves the time of the salesman and 
customer. 

These cases are 14 in. deep, 4 ft. 
wide and 6 ft. high. Green windsor 
cloth is used for covering the wall 
surface. The tools are hung on 
steel spindles. Mr. Snyder has 
built nineteen such cases for tools 
at the Vonnegut store and they have 
proved themselves to be very valu- 
able store fixtures. ’ 

A good window display featuring 
tools for the car’s tool box would 
help considerably if augmented by a 
personal appeal to every motorist 
who comes in your store. Why not 
conduct a steady spring campaign 
on auto tools? Have each of your 
salesman talk tools to each motorist. 
Find out just what kind of tools the 

driver has. Advise additions to his 
supply and show him the tools you 
think he should have. He will ap- 
preciate it and you will increase 
your volume of tool sales. 
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On this page we see two wall cases of tools as displayed by the Vonnegut Hardware 


Co., Indianapolis, Ind. The motorists buy because they see them and need them 
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BRASIVES play a very im- 
portant part in the manu- 
facture and successful opera- 

tion of automotive vehicles. To the 
car owner, valve grinding compound 
is probably the best known form of 
abrasives. The wise car owner 
grinds his valves at regular inter- 
vals. governed, of course, by the 
mileage covered. The average car’s 
engine requires this kind of atten- 
tion at each 1500 mile period. Some 
engines work better if the valves 
are ground every 1000 miles and 
others, according to the make, of 
course, do not need this work done 
on them until the 2000 mile point 
has been reached. 

Valves become pitted with carbon 
deposits, begin to leak and give 
forth a hissing sound. The oper- 
ator soon notes lack of power, poor 
pick-up and heavy consumption of 
gasoline. This can only be corrected 
by reseating the valves by the pro- 
cess known as valve grinding. A 
fair amount of valve grinding com- 
pound is placed around the valve 
seat after the valve tension spring 
has been removed and a_ valve 
grinder placed in the slot on the 
valve head. There are various types 
of valve grinders but they all ac- 
complish the same results by means 
of twisting the valve alternately un- 
til with the help of the compound 
they make a snug fit once more. 

The job is fairly simple to the 
average handy car owner and it 
epens a good channel of sales for the 
hardware dealer. He can sell him 
the compound and a valve grinder 
and any replacement valves that may 
be needed. Valves crack frequently 


Abrasives 
Bring 
Year Round 
Hardware 
Revenues 








and at other times they are neg- 
lected and get worn so badly that 
they can not be trued up even by 
grinding. Generally, however, grind- 
ing solves the problem. 


Get Data on Grinding 


It would be a good plan for the 
hardware dealer to learn from local 
sales agents the advisable mileage at 
which regrinding becomes necessary 
on the different cars. He could then 
make up a chart and be prepared 
to do constructive sales work along 
this line. He could give advice on 
the need of compound and the best 
way in which to do the job. 

Of course there are several other 
forms of abrasives that the motorists 
will need. The man who does any 
of his own repair work or wno main- 
tains even the most abbreviated 
garage workshop should have a 
hand or power grinder and an extra 
grinding wheel. He probably would 
want both a fine and a coarse wheel. 


A package of abrasive cloth is a 
handy thing to carry in the tool box 
as the ignition contact points, such 
as the brushes, armature and 
make and break points are liable to 
get carbonized to such an extent 
that you will be unable to start 
your car when on the road. This 
trouble has also caused stalling. The 
cleaning off of the dirty surface with 
abrasive cloth is a simple matter 
for even the novice, and it would 
serve to get his car going on many 
occasions. 

The advertising department of the 
Carborundum Co., manufacturers of 
abrasive and refractory materials, 
Niagara Falls, N. Y., has prepared 
a suggested window display for 
hardware dealers to use in pushing 
this profitable phase of their auto 
accessory departments. The window 
is pictured on this page and is at- 
tractive, easily followed and offers 
a clean and effective display. In the 
display you can see the various 
abrasive products that the autoist 
needs. 

Such a display, aided and abetted 
newspaper advertising, some cir- 
culars and sales letters on the ne- 
cessity of keeping valves ground 
and ignition contact points clean by 
the use of abrasives would help 
bring up the sales volume of your 
auto necessity department. If you, 
and those in charge of this end of 
your business, will study the use of 
abrasives you will learn some very 
useful information. This will help 
sell more abrasives and will be valu- 
able to your customers because their 
cars will operate more efficiently and 
with smaller oil and fuel bills. 
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Sell Your Customers the “Paint-Up 
and Fix-Up” Idea 
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Here’s a Double-Barrelled Scheme that Will 


’UNHERE are two ways in which a 
motor car depreciates in value 
as the result of wear and tear. 

The highly polished, enamel surface 

fades in the sun, gets shabby from 

scratches and finally peels off. This 
condition may be improved by the 
judicious use of auto paints and en- 
amels. The second form of deteri- 


The Jordan Hardware Co., Willimantic, 


oration is due to mechanical diffi- 
culties and may be overcome by the 
installation of replacement parts or 
by the use of accessories. This lat- 
ter classification should of course in- 
clude tires and tubes. 

The Jordan Hardware Co. of 
Willimantic, Conn., maintains two 
large show windows. The firm re- 
cently placed a low decorative par- 
tition in the center of one window, 
dividing the display space into two 
even sections. On one side was fea- 
tured auto enamels, pol- 
ishes, steel wool and 





Help Both Dealer and Motorist 


The second section of this window 
included piston rings, tires, tubes, 
tire chains, radiator replacement 
shells and cores, pumps, brake lin- 
ing, clutch lining, pistons, spindles, 
jacks, lubricants, hand tools, small 
replacement parts, pumps, grease 
guns and other items to assist the 
autoist to fix up his car so that it will 





Conn., made a double drive for paint and auto equipment with ‘this divided display 


perform. mechanically like a new 
machine. 

Do you get the tie-up? Fix up 
and paint up the car! The Jordan 
Hardware Co., carried this story to 
the automobilists of Willimantic in 
the newspapers, in sales letters, in 
circulars and verbally as well to the 
motorists who came into the store. 
We have no figures available but A. 
L. Clarke, who has charge of window 
trimming and several of the Jordan 
sales departments, tells us his firm is 


going to work this plan again in the 
near future. It must have been sue- 
cessful or it would not have been 
thought worthy of repetition. 

It seems to us that a large poster 
extending across the window read- 
ing “Fix Up and Paint Up the Car” 
would be a help in attracting atten- 
tion of the public. A poster such as 
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those used in the “Clean Up and 
Paint Up Campaign” would be a 
good model from which to work out 
a “Paint Up and Fix Up” poster. 
The average motorist should be 
decidedly susceptible to an appeal of 
this nature. When a car is care- 
fully painted in an attractive color 
and has sufficient accessories to in- 
sure ease, safety and convenience 
and possesses a motor that is in good 
condition it is usually an easy mat- 
ter to dispose of it. With a car in 
such shape there would, 





brushes with placards 
reading to this. effect: 
“Paint Your Car Today 
and Use It Tomorrow” and 
“Make Old Cars Look Like 
New.” Sample cards show- 
ing the available colors 


were displayed where 
everyone could see them. 
Another card invited mo- 
torists to come in and get 
some valuable information 
on painting the car. 


mer, 


picnic 





Get Advance Orders from Sportsmen and 


Auto Campers 


(7* one of your men to go over your mailing list 
and pick out the names of men who fish, hunt 
and camp during the season. Let him add the names 
of those who usually take long auto tours every swm- 
Solicit the trade of these men, either person- 
ally or by mail, for touring equipment, camp and 

i Often it is possible to get orders 
in advance for camp stoves, lunch kits, tents, tow 
ropes, camp outfits, etc. 


accessories. 


however, be little desire on 
the part of the motorist to 
sell. He would be well 
pleased with the machine 
and would have the price 
of the new car to spend on 
other items. 

Why not sell him the 
“Paint-Up and _ Fix-Up” 
idea, show the money saved 
and suggest an investment 
in an extra spare tire, a 
new bumper or whatever 
else his car may lack? 
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HE advent of spring always 

means a decided increase in 

business for the accessory de- 
partment of the hardware store. It 
is at this season that the car owner 
gets ready for the long summer and 
autumn touring period, and it is in- 
evitable that he should find himself 
in need of auto essentials when he 
begins to get the 
car ready for its 
season of work. 

Although the 
springtime acces- 
sory business is 
good in all sec- 
tions, it should be 
particularly good 
in the smaller 
communities 
where the condi- 
tion of the roads 
has _ prohibited 
winter driving. 
During the long 
winter months, 
with roads piled 
high with drifts 
or rutted out from 
the interchanging 
thawing and 
freezing of early 
spring, you can 
imagine the auto- 
mobile _enthusi- 
ast going on occa- 
sions to his ga- 
rage to gaze long- 
ingly at that car 
of his. 

In the country 
districts, main 
thoroughfares are 
just beginning to 


or home garage needs. 


Springtime Opportunities 


for the Hardware Store 


become dry and open and the dirt 
roads are best forgotten for some 
time to come, for the driver who 
wishes to keep his car in trim ap- 
pearance, so there is no time like 
the present for making your local 


appeal—just before the real driving. 


season opens. 
You can probably make a safe 





The Pickering Hardware Co., Cincinnati, Ohio, carries about everything the car 
Above: An interesting display of Morehouse & Wells Co., 


Decatur, Ti. 


bet that there isn’t a single car in 
your community which is thoroughly 
and completely equipped for the 
coming season. 

Some thoughtful owners may have 
had their cars overhauled in the 
late-fall,. anticipating the usual rush 
of repair jobs in April. Others have 
put off these repairs and a general 
overhauling until 
this spring. 

In both cases, 
there .are certain 


accessories and 
additions to be 
made in the car 
equipment; the 
wise dealer will 
get after this 
business post 
haste, while the 


golden egg is still 
in the process of 
being hatched 
from its shell. 

One of the first 
considerations in 
looking over the 
family car, prior 
to its annual 
spring outing, is 
the subject of 
tires. 


Unhappily for 
the owner, but 
fortunately, _in- 
deed, for the 
dealer, that tire 


which at the be- 
ginning of last 
season was brand 
spick and _ span 
new, is no longer 
in this pleasing 
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condition on its second year’s run. 
To be sure, it is in most cases, a 
good tire, with many miles of run- 
ning left in it, so we must go back 
still another year and think about 
the tire which it, in turn, replaced. 

That two-year-old tire is the one 
on which the dealer must fire his 
guns. 

If its good for much at all, 
figuring on the peace of mind of 
the driver, its only place is as an 
extra spare to be carried on the rear 
tire holder, for emergencies. 

Your fore-minded autoist is not 
driving along, day in and day out, 
with tires that just about hang to- 
gether, and no more. If you ex- 
amine the average car on the high- 
way, I think you will note that it 
is pretty generally outfitted with at 
least one good spare tire. 

By adding one tire each year, this 
average autoist whose mileage may 
run about 5000 or 6000 to the sea- 
son, is in a safe way toward leaving 
home and returning on the same 
“air” with which he left, nine times 
out of ten, if he takes proper care 
of these tires and purchases a good 
grade, when selecting them. 


One New Tire a Season 


This means that the hardware 
dealer who sells auto tires should 
find a logical prospect for at least 
one new tire a season, in every sub- 
stantial car owner in his locality. 

Put it up to this owner in the 
light of keeping a tire ahead of the 
game every year; this is a wise 
policy, for it does away with most 
of the roadside repairs which are 
the bane of every driver’s existence. 
Perhaps a little personal note to this 
effect, or a personal conversation on 
the street will put the bee into his 
bonnet, at this April season when 
things are just opening up in the 
country districts. 

Regarding this plan of one, good, 
cord tire a season, the writer puts 
this into practice each year. He 
feels that it is not any mere theory 
for comfortable driving and he be- 
lieves himself to be an average 
autoist. 


Other Tire Essentials 


Along with tires, there are cer- 
tain necessary accessories which 
should supplement every tire sale, 
in case the purchaser is not already 
equipped with these articles. 

We would mention a tire pressure 
gage, set of chains, spare tire 
lock, spare tire cover or tire enamel, 
a good pump and a substantial jack. 

Right, now when the weather is 
becoming more mild, with less 
chance of freezing nights, car 
owners who are not so fortunate as 
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to drive one of the newer models, His safety in night driving ig 
will be thinking about a coat of also enhanced if you sell him a set 
enamel for the old bus. of extra lamps for the head and tail 
lights; it’s only a little expense but 
oh such a disaster if a headlight 
Home painting jobs are becoming burns out on an unknown road when 
more popular each year and winter he’s miles from home. 
is not suitable for this work in an While talking to this average 
unheated garage. autoist about his extra lamps, you 
Undoubtedly your paint depart- may find that he’s ready to lay down 
ment contains one of the many ad- his money for a spot light or a stop 
vertised brands of home applied light, if he chances to be one of 
auto enamels, so well known on the those chaps who likes a complete 
market to-day. equipment on his car. Some do and 
An assortment of colors is ad- some don’t, but you never can tell. 
visable, as well as a diversity of Another extra which is of the 
sizes in packages. home-applied type, and one of un- 
With each sale of auto enamel, questionable use to the autoist, is 
there is the probability of adding the rear vision mirror. 
such items as paint or varnish We don’t expect that every pur- 
brushes, sand paper, steel wool, etc. chaser is going to be saved from 
Some of the more fussy owners instant death by peering into that 
may prefer to use the flat color and mirror, to behold a lightning express 
special coach varnish, although these thundering down on him but for 
latter are not as good sellers in most every-day driving, this item is of 
localities as the prepared enamels. unusual convenience to the autoist. 
If you do not wish to run a series If he once puts one on his car, he 
of advertisements to these auto ac- would never take it off from dis- 
cessories, it is a simple matter to satisfaction and I believe that they 
run a part of each advertisement, could almost be sold on this ground. 
at this time, to some one feature The windshield cleaner, of one 
which you desire to emphasize. One kind or another, from simple hand 
of the most popular of these is the operation to the automatic cleaner, 
prepared enamel for doing over the is also a driving necessity. Some- 
scratched, marred or dulled finish times, it is a mere case of educating 
of the old car. the owner in the real, practical use 
Add to this, such special finishes of these devices which makes a 
as aluminum paint, top and seat customer out of a vague prospect. 
dressing, tire paint (already men- 
tioned), polish, and those essential Keep the Mud ne oaienes ; 
cleaning tools like the chamois, Much of the roadside mud of 
sponge, wheel brush, wool or feather spring time can be left outside the 
duster, whisk broom and soap. car by selling the owner a running 
board mat of frame-encased cocoa 
matting, rubber or of the newer 
Now that the car is properly aluminum step-pad type. In so many 
tired, enameled and cleaned, don’t instances like this very one, the ex- 
let the owner forget that he must pense to the autoist is small and so 
keep it in good running condition the article is suited to this man we 
in those underneath and covered all seek to interest—the average 
parts, which are often too easy to autoist. 
neglect just because they aren’t Later on, when he goes a’picnicing, 
under the owner’s nose all the time. the attendant litter of empty paste- 
For this attention, he will require board boxes, paper bags, etc, may 
auto engine oil, cup grease, oiler and_ be entirely done away with, if he is 
grease gun, not to mention the equipped with an auto lunch basket. 
heavier oils for transmission and Your fore-minded driver, whether 
rear axle, etc, which we assume he he carries insurance on his car or 
will have attended to at his garage whether he does not, will feel safer 
where the care of a trained me- from fire risk if he adds a fire ex- 
chanic is often the better part of tinguisher to his car this spring; 
wisdom. if you let him go until the summer, 
This average driver ought to have he may feel that he has got b 
a couple of extra spark plugs, which that far, so why bother with it? 
you can sell him, just as well as the Now is the time to plant the thought 
garage man, if you think of it first. in his mind, so why not incorporate 
A broken porcelain in a misfiring a paragraph on this item in your 
plug can put a crimp in the day’s local advertising? 
drive, so why let him get caught be- Spring is here. 
tween public garages, which may be The auto is here. 
his fate some fine day? Let’s get busy. 


Painting the Car 


Keep the Car Running 
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EDITORIAL COMMENT 


The Measure of Your Opportunity 


ROM the time the automobile first gained , 


recognition as a practical means of con- 
veyance, HARDWARE AGE has consistently 
urged retail hardware merchants to stock and 
sell automotive accessories and supplies. We 
have taken this stand because we have seen in 
the accessories line tremendous possibilities for 
business and profit. Every year the records 
have borne out our contentions and predictions. 
Today there are in operation in the United 
States over 12,364,000 motor cars and trucks. 
Of this number about 10,857,000 are passenger 
cars, and 1,507,000 are trucks. There is approxi- 
mately one car for every nine persons in the 


’ country, and before the end of 1923 there will 


be one car for every eight persons. On the con- 
servative basis of four persons to a family this 
means one car for every 214, families. By the 
end of this year there will be a car for every 
two families. 

The registration records reveal a gain of more 
than 1,858,000 cars over those in operation a 
year ago, and the surprising thing about it is 
that every State in the Union has contributed to 
the increase. The gains per State range from 
4 per cent to 28 per cent. 

To the retail hardware merchant these figures 
reveal two facts which have a vital bearing on 
his business. First, that there is already a tre- 
mendous market for automotive accessories 
which is rapidly growing larger; Second, that a 
very large percentage of his customers are now 
car owners, whose buying is more or less in- 
fluenced by that ownership. 

This naturally leads to the thought that the 
question of stocking automotive accessories and 
supplies should be viewed from two distinct 


angles—the profit to be derived from the line 
itself, and the business in other lines which can 
be developed through the installation of an ac- 
cessories department. It also brings up the 
possibility of a loss in business to the hardware 
store whose trade in other lines is lured away 
by merchants who cater to car owners. 

Successful hardware merchants in all parts of 
the country have repeatedly testified to reason- 
able profits derived directly from accessories 
sales. Meanwhile the opportunity for sales vol- 
ume and turnover is conclusively shown in the 
fact that the average car owner spends annually 
$38 for replacement parts, $52 for accessories 
and $68 for tires—a total yearly expenditure of 
$158 per car. 

It is‘undoubtedly true that the ownership of 
a car opens up a new field of sport, pleasure and 
recreation. The car owner naturally develops 
into a car tourist, a golfer, a camper, a hunter 
or a fisherman, and each of these hobbies en- 
tails the purchase of equipment. Meanwhile the 
car is continually sending him into some retail 
store for accessories, tires, tools, garage hard- 
ware, etc. Is it unreasonable to assume that in 
buying these needs suggested by the car, he 
should also buy other hardware needs which come 
to his attention while making his accessories 
purchases? 

The automobile has come to stay. Motoring 
has already become a great national habit. In 
the wake of that habit is a tremendous volume 
of profitable business for the progressive hard- 
ware merchant: The facts and figures presented 
reveal the measure of his opportunity. They 
merit the careful, thoughtful ‘consideration of 
the entire hardware trade. 
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ized retail distribution 

methods. This is particularly 
true of small cities, towns and rural 
communities. It is not so much a 
question as to whether the automo- 
bile was responsible for the good 
roads or whether the increasing 
number of good roads was responsi- 
ble for the increasing number of au- 
tomobiles. The fact remains that 
millions of dollars are being spent 
each year on roads, and larger 
amounts are being expended on auto- 
mobiles. 

The combination of good roads and 
automobiles has proved a great boon 
to the great majority of retail mer- 
chants. Some of them, however, have 
been caught asleep on the job and 
have let profits roll past their front 
doors into their competitor’s till, just 
down the street, or to another hard- 
ware dealer in a larger town a few 
miles away. 

This business of permitting your 
own trade to roll right past your door 


Tis automobile has revolution- 
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on the way to a larger town is seri- 
ous. Distance means nothing to the 
automobile owner. The little store 
located a few miles from most of the 
farmers in a good territory was the 
first to suffer when its owner failed 
to meet changed conditions in a logi- 
cal, practical manner. 

While this change in conditions has 
disadvantages, it also has a very won- 
derful advantage in that it permits 
every retailer to automatically en- 
large his trade territory and to in- 
clude more people in his records as 
regular customers. The answer lies 
in the merchant’s ability to merchan- 
dise according to modern methods. 


Accessories Bring Business 


This story deals with only one of 
the many things that a merchant can 
use to meet the changing conditions. 
It is not new, but under the existing 
conditions it takes om a decidedly new 
angle. The small-town merchant is 
today devising plans to stop those 
hundreds of automobiles in front of 
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Don’t Let the Cars Roll Past Your Store - 
The Fact That You Handle Goods Needed by the 


Motorist Will Make Customers of Transients 


his store instead of having them purr 
merrily past to leave a nice profit in 
some other dealer’s cash register. 
One of the surest ways to bring auto- 
mobile trade to the store is to have 
the things that are needed for the 
automobile—this means accessories. 

Auto accessories are not new to 
the hardware business. They grew 
up with hardware stores. The grand- 
dad of auto accessories—the old-time 
monkey wrench—has been in hard- 
ware stores since the first one opened 
for business. As the various com- 
munities changed from horses to au- 
tomobiles, the hardware stocks also 
changed from harness, whips, etc., to 
tires, socket wrenches, spark plugs, 
etc. 

Practically one-third of the auto- 
mobiles of the United States are 
owned by farmers, and farmers com- 
pose approximately one-third of the 
population. Good roads and improv- 
ing conditions are increasing the 
number of automobiles, and there 
seems to be no question that a hard- 


Although its accessory stock has as wide a range as this window indicates, the Clough-Graves Hardware Co., Colorado Springs 
Colo., registers an excellent number of turnovers annually 
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ware dealer without a stock of ac- 
cessories passes up one of the finest 
opportunities in the world to bring 
trade right into his store. There is 
always something needed for an au- 
tomobile. It may be small and sold 
with little profit, but just the same 
automobiles must be in good condi- 
tion or they will not run, and the 
owner knows he must have certain 
things to keep them running. If he 
gets them at the hardware store he 
will also get other things. 

There is a peculiar angle to the ac- 
cessory business. City dealers often 
say that they consider their accessory 
departments among the best-paying 
propositions in their stores and at 
the same time there are less automo- 
biles per capita in the cities than in 
the country. Perhaps the city mer- 
chants have realized sooner than the 
country merchants what it means to 
get this accessory business. But the 
country offers the opportunity for 
profit and sales because of the larger 
number of machines per capita. 


Price Marking Helps 


The illustration from the window 
-displays of G. H. Read & Bro., Bloom- 
ington, Ill., shows how this firm re- 
gards accessory lines. This store is 
located in a fair-sized city, but there 
is an extensive agricultural trade ter- 
ritory surrounding the town and 
good roads make travel a pleasure, so 
they get their share of both the coun- 
try and city trade. Take a tip from 
this window—every item is price- 
tagged. A price does not have to be 
ridiculously low in order to bring in 
the business. A fair price will be 
just as effective. Of course, adver- 
tised specials have their place in 
stimulating trade, and are used to 
good advantage, but ordinarily any 
article that is fairly priced and 
tagged in plain figures will do much 
toward selling itself. 

The Clough-Graves Hardware Co., 
Colorado Springs, Colo., plays up ac- 
cessories in an aggressive manner. 
The illustration of this window gives 
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Price tags are to be found on all items in this display of G. H. Read & Bro., Bloom- 
ington, Ill., and they help bring in the business 


an excellent idea of the stock carried. 
In addition to the town and the out- 
lying trade there is the tourist busi- 
ness which has made many a hard- 
ware dealer smile with happiness. 

An Illinois hardware store sold 
$22,000 worth of tires alone, in a 
town of 5000, during one year. = It 
drew a large percentage of this busi- 
ness from the surrounding country. 
A Michigan dealer who has a hard- 
ware store in a large town sells $40,- 
000 worth of tires a year, and here 
again the good margin of the trade 
comes from the country. It is being 
done every day. The field is there, 
and more cars are being unloaded at 
every freight station than ever be- 
fore. 

Remember This 


Take your tip from the hardware 
men who have made the line not only 





pay for itself but serve as the means 
of bringing entire families into the 
store for the hundreds of things they 
need. Make your store the automo- 
bile headquarters of your territory. 
Keep road maps on hand. Have in 
formation as to road conditions. Free 
air is a great trade getter. Help 
enark the trails to your town. Ad- 
vertise and feature accessories. 
Above all, maintain a clean, well- 
kept, attractively displayed stock, 
with good accessory windows to fur- 
nish the bait that will lure any 
“Henry” to the front of your store 
while the family piles out to make 
purchases. 

An old sage once said that it took 
molasses and not vinegar to attract 
flies. This could be-.applied to the 
hardware store—it takes accessories 
to attract the trade of people who 
own automobiles. 


Canvass the Prospects for Advance Accessory Orders 


PRING is the auto accessories “prospect” sea- 

son. It is the season when cars are overhauled 
and put in trim for the heavy touring of summer. 
It is a season of opportunity for the progressive 
hardware dealer. Try sending a live salesman out 
to call on the “best bets” of your prospect list, with 
the idea of getting advance business. If he is a 
real salesman, he will make suggestions that will 
result in sales to practically every motorist he calls 
on. Let him carry a few samples on his trips 
around town, and load his car with a comprehen- 


sive assortment when he visits the country pros- 
pects. Have him stress the importance of good 
tires on which to start the season. Have him play 
up the value of repainting the car, of putting in 
new brake linings, new spark plugs, etc. Have 
him take orders for lubricating oil, wrenches, tool 
kits, vuleanizers and other items sure to be needed. 
He will probably take a goodly number of actual 
orders, and he will undoubtedly fix your store as 
an accessories store in the minds of the men who 
buy those lines. 
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rUNHE art of sign lettering was 
for years kept in secrecy 
among the craft, and it is only 
within the last decade that the pro- 
fessional show-card writers have be- 
come broad-minded enough to pass 
the secrets or tricks along to the 
novice in plain English, leaving out 
all unnecessary technical phrases. In 
other words calling a spade a spade. 
Before the system of forming let- 
ters by the single stroke method was 
developed apprentices to the trade 
were taught by the old and slow 
method of outlining each letter in 
skeleton formation and fillirg in the 
center with solid color. This in- 
volved a double process of labor 
which was entirely unnecessary for 
the general run of show-card writ- 
ing. 
The best thing for the beginner 
to do is to study just how many dif- 
ferent elementary strokes he should 
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concentrate his practice work on. In 
this way he will make much better 
headway. By studying the alpha- 
bet as a whole the beginner will ob- 
serve that many of the basic strokes 
in each letter are exactly alike. For 
instance, beginning with the capital 
letters first, the angle strokes used 
in making the letter A are also used 
in making capital letters K, M, N, 
V, W, X, Y, Z. The first stroke 
taken in making the letter B is also 
the basic stroke used in making let- 
ters D, E, F, H, 1, J, K, L; P, R and 
U. The top loop stroke used in 
forming the letter B is the same as 
used in the letters P and R. A very 
slight transformation is all that is 
necessary to produce a capital letter 
G on the foundation of the letter C. 
The same may be said of E and F, 
O and Q, P and R, and V and W. 
Cardboard is too expensive for 
practice work and smooth news- 
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The Ideal Alphabet for-Rapid ‘Lettering 


First Lessons in the Use of the Popular 
Single Stroke Roman Alphabet 


papers are much better than wrap- 
ping paper, particularly the classi- 
fied advertising pages which are 
free from illustrations and heavy 
faced type. The column lines are 
already drawn for the height of let- 
ters and the agate lines are there 
to act as guides. 

The different strokes shown on 
the newspaper are all the basic 
strokes used in making the entire 
alphabet, both capital and lowercase 
letters. First are shown the angle, 
upright and horizontal strokes used 
in making letters ABDEFHIJ 
KLMNPRTUVWXY and Z. 
On the next line are shown all the 
circular strokes used in making let- 
ters, BCDGOPQRS. The basic 
strokes used in making the lower- 
case letters are shown on the last 
line. These are much easier to make 
than the capital letters, as they re- 
quire fewer strokes. 


Detailed method of making the various letters of the single-stroke Roman alphabet 
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Show-card brushes come in twelve 
or more different sizes and this per- 
mits a wide selection of different 
width strokes. A mistake that 
some beginners make is that of try- 
ing to make a small brush do the 
work of a large one. It is easier to 
shape a large size brush after it has 
been dipped in the ink to do the 
work of a smaller one, but in 
either case it is not necessary, as 
three red sable brushes, Nos. 6, 
10 and 12, will answer for the 
general run of show-card writ- 
ing. 

Each time the brush is dipped 
in the ink (about three-quarters 
the length of the hairs) it must 
be shaped the exact width of the 
single stroke you intend to make. 
This shaping process is very im- 
portant as it has everything to 
do with keeping the brush flat, 
distributes the ink evenly through 
the hairs and permits a uniform- 
ity of strokes. Any experienced 
show-card writer can tell in an 
instant whether a person under- 
stands lettering by the way he 
shapes or wipes out his brush 
after he dips it in the ink. Any 
smooth surface will answer for 
this shaping process, such as a 
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piece of cardboard or plate glass. 

There is no secret in holding the 
lettering brush as long as the fingers 
are kept well down on the handle as 
near the hairs as possible. Some 
show-card writers hold the brush in 
the same position as when writing 
with a pencil or pen, while others 





Some excellent examples of single-stroke 
Roman show-cards 





prefer to hold the handle nearly per- 
pendicular between the thumb and 
index finger. Remember that the 
closer your fingers are to the work 
the less motion is lost. Never use 
a bridge or rest the brush hand on 
the other hand, for no amount of 
speed can be obtained in that way. 
Show-card writing is exactly 
what the name implies—the exe- 
cution of free hand lettering as 
in penmanship. 

It is always advisable to make 
a rough pencil layout on the card 
before starting to letter, for the 
crowding of words or letters may 
be avoided. A rough pencil lay- 
out does not mean that each let- 
ter must be outlined in skeleton 
form; it means merely to scratch 
each letter forming it quickly in 
single pencil strokes. 

After deciding on how much 
space can be allotted for the out- 
side margin run a light pencil line 
around it and be sure to remem- 
ber that the wider the margin 
the better the appearance of the 
card. The next operation is that 
of drawing a pencil line through 
the exact center of card in order 
to divide words and letters equal- 
ly on the card. 
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entertain the belief that auto- 

mobile accessories is not an im- 
portant nor profitable line for the 
hardware retailer in the larger cities. 
This belief is apparently based on 
the fact that the hardware retailer 
in the larger cities has to compete 
with garages, repair shops, specialty 
shops, gas and oil stations, depart- 
ment stores and sometimes even 
drug stores, to say nothing about 
other hardware retailers within a 
stone’s throw of his own store. 


Large cities are congested areas 
of competition. The garages and 
repair shops are so firmly estab- 
lished and hold such dominant posi- 
tions that the metropolitan hard- 
ware retailer is said to be handi- 
capped by the circumstances of his 
location. To a limited extent this 
is probably true. But the facts con- 
tradict the statement that auto ac- 
cessories cannot be sold by the city 
hardware merchant. 


The city of Philadelphia, Pa., with 
its population of 2,000,000, its “Au- 
tomobile Row” on Broad Street, its 
hundreds of specialty shops, garages 
and gas stations, is a fair example. 

J. G. Esmonde, hardware merchant, 
6015 Market Street, Philadelphia, 
had three very sad experiences be- 
fore he finally established a depart- 
ment for selling auto accessories. 
He laid in a stock in 1910 and dis- 
continued in one year. In 1913 he 
tried again and “threw out the line” 
in 6 months. In 1915 he tried it 
out again and “quit for keeps.” In 
1920 he concluded he had “been a 
little ahead of the time’ in his ter- 
ritory and tried again and has done 
well. He has invested in stock an 
average of $500.00 on which he rea- 
lizes a turnover of more than four 
times each year. “Gus” applies one 
of his characteristic sayings to his 
present success in these words—“If 
a fellow puts a gasoline tank on his 
roof to supply aeroplanes, the planes 
now go on over but someday it will 
pay.” “If a man wants a bolt or 
a nut the first place he heads for is 
a hardware store—that is the time 
to talk your accessories and it is 
the way I have built up a growing 
business.” 

Thomas Hoyle, manager of Wm. 
Hoyle’s Son, hardware store, 452 N. 
60th Street, Philadelphia, carries a 
complete line of accessories, and 
does a fine business in spark plugs, 
brake linings, radiator hose, and 
cap screws. He turns a_ $1,000 


Sent merchandising authorities 


stock on a minimum of three times 
a year which he says is “the result 
of conversation and attraction to 
the line carried.” 

Grookett Bros., a hardware firm at 
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Fox Chase, Philadelphia, carry a 
full line and turn over a $1,500 
stock on a minimum of four times a 
year. 

The Oak Lane Hardware Co., Oak 
Lane, Philadelphia, carry a full line 
and turn over a $1,500 stock four 
times a year—this firm runs a 
garage in addition to its store. 

The Zimmerman Hardware Co., 
431 Market ‘Street—averages four 
times on a $500 stock and eight or 
ten times on its bulb stock. 

Other hardware stores that en- 
joy a consistently good business in 
auto accessories in Philadelphia and 
also in Camden, N. J., just across 
the Delaware River, strengthen the 
evidence already presented as proof 
that the hardware retailer in the 
larger cities is a growing factor in 
the national distribution of auto ac- 
cessories. All of the following 
stores have an average stock turn 
of four times annually. The amount 
of stock is listed after each name. 
The Camden Hardware Co., 

1107 Kaighn Ave., Cam- 


S. Praiss & Son, 1574 Mt. 
Ephraim St., Camden, N.J. 300.00 
Elwood Antrim, 1514 Fed- 





Accesvory 
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Underwood & Underwood 


eral St., Camden, N. J... . .$300.00 
E. H. Rinear, 3218 Kensing- 
ton Ave., Philadelphia... . 
Kugel Brothers, 2039 Ger- 
mantown Ave., Philadel- 
a 5b ae pe ee ele halls 
Frederick Weidemann, 2931 
Frankford Ave., Philadel- 
phia 
H. A. Macallister, 4939 No. 
Broad St., Philadelphia... 
Harry Tagg, 872 E. Chelten 
Ave., Germantown, Phila- 
OUI ic% t's a. sb keie «9 
Shawmont Hardware Co., 
7700 Ridge Ave., Philadel- 
ME as oes bv ecedeucss 
J. Paul Henzel, 2415 Ridge 
Ave., Philadelphia ....... 
John F. Cummings, 2913 N. 
22nd Street, Phiadelphia. . 
Charles P. Reinboth, 6443 
Rising Sun Ave., Philadel- 
BNR ac bic aoe aetantsibQwae a 300.00 
We do not believe it is necessary 
to add anything to these facts, ex- 
cept to say that similiar conditions 
exist in other large cities through- 
out the country and show conclu- 
sively the position of the hardware 
retailer in the distribution of auto- 
mobile accessories. 
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Gas and Oil Pumps Are 
Trade Magnets, Says Culp 


ILLIAM M. CULP of Chestertown, Md., sells 

from 350 to 400 gal. of gas and from 35 
to 65 quarts of oil each week from the curb in front 
of his hardware store. The population of Chester- 
town is less than 2500, and the largest buyer from 
Culp’s pumps are the farmers of that section. The 
transient gas and oil trade is relatively small. Mr. 
Culp considers the gas and oil pumps good trade 
magnets, as they suggest to the farmer that he park 
his car at Culp’s for fuel. In view of the fact that 
window displays are in sight, Mrs. Farmer is 
prompted to buy some housefurnishing items. Al- 
though Mr. Culp does not go in for many accessory 
items, he has learned that the gas pump in front 
makes the autoist stop and ask for various auto 
necessities. A water line, faucet controlled, with a 
spout bucket, is also available for autoists. 


Although 
Chilton, Wis., 
boasts of a 
population 
of only 1,833, 
its hardware 
stores are 
alive to the 
possibilities 
of gas and 
oil sales, 
as these 
illustrations 
clearly prove 
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At the top 
of the page 
is the store of 
Jodar & Hein, 
at the left 
that of the 
Chilton 
Hardware @ 
Furniture Co., 
while 
Jacob Noll’s 
store 
is at the 
lower left 






W. I. David Sells 800 
Gallons of Gas Weekly 


ITUATED along the Dover Road, W. I. David, 

Smyrna, Del., has found that the pump above 
his 1000 gal. gas tank dispenses more than 800 gal. 
of gas weekly. His coal oil pump sells close to 200 
gal. weekly, and in the same period he sells ap- 
proximately $65 worth of auto oils. The popula- 
tion of Smyrna is less than 2000. Inasmuch as 
he is located on the State highway, Mr. David 
does a large transient trade in gas. The percen- 
tage of cases that lead to second sales from this 
class of trade is somewhat limited, but local people 
who patronize the David pumps are frequently lined 
up for auto replacements, new tires, extra spark 
plugs, flashlights, stop lights and kindred items. 
Many farmers buy their gas from this store, and, 
while the radiator is being filled, these farmers are 
invited to inspect stocks of farm goods. Mr. David 
questions them about their household and farm 
needs. The gas pump makes a fair profit for this 
dealer and it brings people to the store regularly, 
thus forming for them a profitable habit for the 
David store. 
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Sellers in All Localities 


small town will prove to you 

that there are hundreds of 
Ford cars running in and out of it 
every day. As the population in- 
creases so does the number of Fords 
in use. It is a peculiar thing about 
the universal car that people give 
it consistently rough usage. They 
drive in all kinds of weather and 
over all kinds of roads. They neglect 
them—break something from the 
lack of lubrication or other inatten- 
tion and calmly purchase a replace- 
ment part. The installation is fre- 
quently done by the car owner him- 
self. 

Such, however, have been the ob- 
servations of R. D. Bisch, manager 
of the Anderson Hardware Co., 
York, Pa. When this company re- 
built its store a short time ago a 
special department was created for 
Ford replacement parts within the 
auto accessory department. 

The stock carried in this section 
includes, pistons, piston rings, hose 
clamps, ignition locks, bearing 
scrapers, various special bolts, pet 


A CASUAL investigation in any 


cocks, oil and grease cups, grease 
guns, wiring system, tire cam 
clamps, lamp bulbs, tail lights, wheel 
removers, hydrometers, special 
wrenches, replacement timers, timer 
parts, spark plugs, radiator caps 
and thermometers, tire gages, one 
man tops, hardware, oil gages, anti- 
rattlers, steering wheel spindles, fan 
belts, replacement and special 
switches, parking lamps, small gears, 
piston shafts, wrist pins, shackle 
bolts with clamps, and miscellaneous 
auto hardware to fit Ford cars. At 
the base of the nest cabinets where 
these parts are stored and displayed 
is a Ford wheel upon which is moun- 
ted an inflated tire. 

The cabinet is divided into two 
main parts, each part being equipped 
with double doors. The various 
items are displayed on the doors and 
the stock is kept behind the alter- 
nate door. In other words if you 
number the doors 1, 2, 3 and 4 from 
left to right .you will find that the 
stock displayed on door No. 1 is ar- 
ranged in shelves behind door No. 2. 
Stock displayed on door No. 8 is be- 
hind door No. 4 and vice versa. 


Mr. Bisch tells us that he learned 
from observation that the greatest 
amount of car repairing done by car 
owners is done by those who own 
and operate Ford cars. He says the 
simplicity of the car’s structure 
makes it an easy matter for a fairly 
handy man to do much of his own 
repair and replacement work, with 
no special tools required. That is 
why the Anderson replacement stock 
is limited largely to Ford goods. 

We asked Mr. Bisch about the 
possibilities of Ford replacements 
for other hardware dealers and in- 
quired about his local channels fo) 
sales in these many items. He 
pointed out a group of cars parked 
on an angle against the curb opposite 
the store. The cars apparently be- 
longed to people having business in 
an office building across the street. 
There were seven cars and five of 
them were Fords. 

The Anderson Hardware Co., has 
found a good demand for Ford re- 
placement parts in and about York, 
Pa., and you in your town will find 
the same opportunity waiting for 
you to make the most of it. 
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Administration Will Not Ask Congress for Additional 


Taxes to Meet Unexpected Deficit— 
Flexible Tariff to Be Tested 


the spines of business men when 

they examine some figures just 
compiled by the Budget Bureau show- 
ing a prospective deficit for the fiscal 
year ending June 30 next of nearly 
$200,000,000. Visions of higher taxes 
and the possible restoration of the ex- 
cess profits levy eliminated by the last 
Congress will haunt their dreams until 
the Treasury Department devises some 
method to meet the shortage. 

A month ago Brig. Gen. Lord, Di- 
rector of the Budget, announced that 
there would probably be a deficit of 
$117,000,000 at the end of the current 
fiscal year. This was close figuring 
and included among the receipts of the 
Treasury a prospective payment in 
cash by the British Government of some 
$69,000,000 as interest on Great Brit- 
ain’s debt to Uncle Sam. , 


(“te chills will creep up and down 


Big Income Tax Receipts 


General Lord had figured the first 
quarterly income tax payment at ap- 
proximately $400,000,000, and when re- 
ports from collectors of internal rev- 
enue showed that the actual receipts 
approximated $420,000,000 he made up 
his mind that with this help the re- 
mainder of the deficit could be wiped 
out by observing the most rigid econo- 
mies in government expenditures dur- 
ing the remainder of the fiscal year. 
He was further encouraged to believe 
that a deficit could be avoided because 
the customs receipts under the new 
schedules of the Fordney-McCumber 
bill had exceeded all expectations and 
are now rolling in at the rate of more 
than $2,000,000 per day, promising to 
go well above $600,000,000 for the cal- 


_ WASHINGTON, D. C. 
April 2, 1923 
By W. L. CROUNSE 


endar year 1923 and possibly touching 
the peak figure of $700,000,000 men- 
tioned in my_ letter a fortnight ago as 
the most optimistic view of the cham- 
pions of the new tariff law. 

But the best laid plans often go 
“flooey.” While both internal revenue 
and customs receipts have exceeded all 
previous estimates, expenditures also 
have been climbing, and to cap the 
climax that handsome little interest 
payment by the British Government is 
to be made in Liberty bonds and not in 
pounds sterling or dollar exchange. 

Under the agreement effected with 
the British Government by the joint 
debt commission England is granted the 
right to pay in bonds of the United 
States Government if she prefers to do 
so. With nearly all the Liberty bond 
issues selling at a discount of from 2 
to 3 per cent, the thrifty British Chan- 
cellor of the Exchequer has decided to 
go into the open market, buy bonds 
enough to make his $69,000,000 pay- 
ment, and save a tidy sum. 

In view of these developments, Gen- 
eral Lord has been obliged to strike 
a new balance, which shows red ink 
figures of upward of $180,000,000, a 


shortage that will have to be taken 
care of before July 1. Of course, 
the immediate situation can be met 


by the issuance of short-time obliga- 
tions of the Treasury Department— 
which can be floated to an almost un- 
limited extent. but ultimately the defi- 
cit must be wiped out by real revenue. 


Strong Opposition to More Taxes 


I am confident, however, that busi- 
ness men of the country do not need 
to be disturbed by the bogey of more 


taxes, and, especially, I feel sure that 
Congress will not put back the excess 
profits tax in the near future, at least. 
This does not mean that there -will be 
no agitation for the restoration of the 
excess profits tax. 

There is a strong element in the 
Senate of so-called progressives who 
opposed the repeal of this obnoxious 
legislation and who will do everything 
in their power to saddle it again upon 
the industries of the country. They 
will be opposed, however, by the con- 
servative leaders, and, unless the bol- 
sheviks succeed in dominating the Fi- 
nance Committee, the regular organ- 
ization of the-upper house will head off 
the campaign already on foot to replace 
on the statute books the most unpopu- 
lar piece of revenue legislation devised 
since the Civil War. 

Rigid economy is to be the watch- 
word of the Administration, and the 
pruning knife will be unsparingly used 
by the director of the Budget Bureau in 
preparing his estimates for the new 
Congress. With the income tax re- 
ceipts for the calendar year 1923 ex- 
ceeding the estimates by approximately 
$80,000,000, and with customs revenues 
nearly $200,000,000 above the most opti- 
mistie figures, there is no reason why 
the Federal Treasury should not be 
able to strike at least an even balance 
by July 1, 1924. 

At any rate, the Administration will 
make every possible effort to avoid an 
additional tax program until the actual! 
productivity of the present internal rev- 
enue and ¢ustoms laws has been fully 
demonstrated. If the prosperous con- 
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FRED HORN RE-ELECTED 
PRESIDENT BROOKLYN 
DEALERS ASS’N 


Secretary Pearsall in Report Calls 
Hardware Age Retailers’ 
Friend and Reviews Past 

Year’s Work 


Frederick Horn was recently re- 
elected president of the Brooklyn Hard- 
ware Dealers’ Association at the an- 
nual meeting of the association held at 
the Johnston Building, Brooklyn, N. Y. 
The meeting was given over to regular 
routine business, the secretary’s report 
and the election of officers. 

In has annual report Robert Pearsall, 
re-elected secretary, after outlining 
some of the activities of the past year 
said: “The —— Department of the 
association has grown very much in 
importance this year and is one of the 
strongest features that we have to pre- 
sent to our membership. Members get 
more information and value from its 
use than from any other source. Many 
a member,” Mr. Pearsall said, “has 
been helped over a hard place through 
the valuable information received 
through this department. , 

“There is no lack of interest in our 
meetings, they are bright and full of 
pep and helpful to those who attend. 
Those who do not attend lose more 
than they are aware of. This year has 
been ag good, if not better, than any 
year in our life as a business associa- 
tion. t 

“The HARDWARE AGE continues to be 
our friend, giving frequent notice of 
our meetings and the character of our 
work. This is surely commendable in 
the leading trade journal of the coun- 
try. 
viThe general work of the year has 
been fully up to standard. We have 
the largest membership of any local 
group in the State association. Our 
emblem is much in evidence, many of 
eur members using it on their station- 
ery. The general committee of the 
Metropolitan Hardware Association, of 
which H. A. Cornell, one of our mem- 
bers, is chairman, has obtained some 
very good results in curtailing the 
practice of some manufacturers and 
jobbers in selling direct to the con- 
sumer. This committee deserves en- 
couragement. 

“The following members were pres- 
ent at every meeting during the year: 
R. J. Atkinson, H. A. Cornell and Ed- 
ward Daily. Our records are available 
for ten years and during that period 
Mr. Atkinson has been present at every 
meeting and Mr. Cornell at every 
meeting but one. For the period of 
four years and seven months during 
which time Mr. Daily has represented 
his firm he has been present at every 
meeting.” 

The following were elected for the 
ensuing year: Frederick Horn, presi- 
dent; A. Wilkens, first vice-president; 
A. H. Grafenstadt, second vice-presi- 
dent; Robert Pearsall, secretary; Hen- 





ry F. Bond, treasurer. The board of 
directors is composed of H. R. L. 
Rohlfs, chairman; A. A. Bunce, W. H. 
Gieseler and Edward Daily. President 
Horn appointed H. R. L. Rohlfs dele- 
gate at large. Delegates to the Metro- 
politan Association are: R. J. Atkin- 
son, chairman; W. H. Gieseler, H. R. 
L. Rohlfs, Frederick Horn, H. A. Cor- 
nell, H. F. Bond and John J. Snyder. 
Finance committee, A. A. Bunce, chair- 
man; J. F. Wade and William Klein. 
Membership committee, Chas. Schnei- 
der, chairman; W, Jarstorf and G. B. 
Wohl. Nominating committee, S. H. 
Victors, chairman; H. Peterson, H. A. 
Vogt and E. Hawkins. Question Box 
zommittee, H. A. Cornell, chairman; 
John J. Snyder and R. J. Atkinson. 
Entertainment committee, H. A. Cor- 
nell, chairman; R. J. Atkinson, A. H. 
Grafenstadt, A. Wilkens, Edward 
Daily, S. H. Victors, Chas. Schneider. 


Associations Have Raised Business 
to Higher Plane, Jones Tells 
Pittsburgh Dealers 


J. W. Jones of Dravosburg, Pa., 
speaking at a recent meeting of the 
Pittsburgh Retail Hardware Dealers’ 
Association on the value to be derived 
from association work, pointed out that 
the hardware business has been raised 
to a higher plane by the retail associa- 
tions’ activities. Better understanding 
of business methods have resulted, he 
said, and many lasting friendships de- 
veloped. Mr. Jones especially empha- 
sized the importance of the question box 
as a source of information for the re- 
tailer, and closed by citing the Penn- 
sylvania & Atlantic Seaboard Hard- 
ware Association convention and exhi- 
bition at Philadelphia, this year, as the 
greatest hardware exhibition ever held 
in the United States. 

Sharon E. Jones, secretary of the 
State association, was present and ex- 
plained some of the reasons that make 
it necessary for the State headquarters 
to be moved from Pittsburgh to Phila- 
delphia, May 10. Greater centraliza- 
tion and economy is expected to result 
by the move, Secretary Jones said. 


New White Mop Wringer Repre- 
sentative in New York City 


Arthur Ohlbaum has been retained 
by the White Mop Wringer Co., Ful- 
tonville, N. Y., to represent its inter- 
ests in New York City, with offices and 
sample room at 138 Park Row. Mr. 
Ohlbaum was formerly with the Lee 
Broom Co., and will have charge of 
the White Mop Wringer Co. business in 
the metropolitan district. 

It is not the intention of the White 
Mop Wringer Co., it is said, to either 
sell direct or to cut in on the business 
of jobbers or retailers, but to stimu- 
late and outline work with the job- 
bers’ salesmen and to render service 
wherever possible in connection with 
the sales of mop wringers, especially 
along the lines of introducing and put- 
ting more completely on the market 
the new line of family sizes now being 
manufactured. 





CRANNELL MORGAN 
DIES AT AKRON 


Vice-President Hdw. & Supply Co. 
of Akron, O., and Ex-President 
National Supply & Machinery 
Association 


Crannell Morgan, since 1905 vice- 
president of the Hardware & Supply 
Co., Akron, Ohio, died recently from 
influenza at his home in that city after 
an illness of one week. 

Mr. Morgan was born on a farm near 
Somerville, N. J., Dec. 19, 1870. When 
seventeen years of age he went to 
Cleveland, Ohio, and was employed by 
the W. Bingham Co., hardware job- 
bers of that city, until 1895, when he 
went to Akron and with Edward S. 
Bunnell, formed the Morgan & Bun- 
nell Co. This concern continued in busi- 
ness until 1905, when the Standard 
Hardware Co. combined with the Mor- 
gan & Bunnell Co., forming a new firm 
known as The Hardware & Supply Co., 
with J. Edward Good as president, 
Crannel! Morgan, vice-president and 
general manager, W. W. Wohlwend, sec- 
retary and Edward S. Bunnell, treas- 
urer. The business of this company 
zrew to such an extent that a new build- 
ing was erected to take care of the in- 
creased business. This building is just 
about completed, and will be occupied 
by the company early in April. 

Mr. Morgan besides being vice-presi- 
dent and general manager of the Hard- 
ware & Supply Co. was treasurer and 
a director of the Wise Furniture Co., 
director of the National City Bank, di- 
rector of the Better Akron Federation 
and the Y. M. C. A., all of Akron. He 
was a vestryman of the Church of Our 
Saviour, a past president of the Akron 
Chamber of Commerce, and a past 
president of the National Supply & Ma- 
chinery Dealers’ Association. He is sur- 
vived by his widow, one daughter, his 
mother, one sister and one brother, the 
mother, one sister and one brother. 


Goodyear Elects New Directors 


At the recent annual meeting of 
stockholders of the Goodyear Tire & 
Rubber Co., Akron, Ohio, H. B. Man- 
ton, George W. Crouse, Fred M. 
Harper, all of Akron, and W. M. L. 
Fiske of Chicago were elected as new 
directors of the company. All former 
directors and officials were reelected. 


J. Fred Townsend Dead 


J. Fred Townsend, aged sixty-three, 
for some years traffic manager of the 
National Tube Co., Pittsburgh, died last 
week in his home in the East End in 
that city. He was born in Cleveland, 
Ohio, and went to Pittsburgh about 
twenty-five years ago. For a time he 
was with the Wheeling and Lake Erie 
Railroad, but for the past-fifteen years 
has been with the National Tube Co. 
He was a member of the Duquesne 
Club, the Americus Club and was a 
former president of the Pittsburgh 
Traffic Club. 
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KNIGHT 50 YEARS WITH 
PHILADELPHIA HOUSE 


Secretary Supplee-Biddle 
Half Century Club—Started 
as Stock Clerk 


Edward Knight, 
Supplee-Biddle Hardware Co., 
delphia, Pa., completed on April 
fifty years’ service with the company 
and was admitted to membership in the 
Half Century Club, which is composed 
of employees who have been with the 


secretary of the 


Edward Knight 


concern for fifty consecutive years. 
With the admission of Mr. Knight the 
club has now five living members— 
Robert Stewart, who joined the firm in 
1868; Walter Scott Cook, 1870; James 
a Righter, 1871, and Thomas Weir, 

oy 

Mr. Knight entered the employ of 
the Biddle Hardware Company April 
1, 1873, receiving for the first year’s 
salary $75. He worked daily from 7.30 
to 6.30 and until 5.30 on Saturdays. 
He began in the basement as stock 
clerk, being held responsible, for open- 
ing stock, placing it on the shelves and 


seeing that it was kept in order in ad- | 
dition to assisting in the care of sales- | 


bout six months he | : 
| credit manager of Chas. J. 


men’s orders. In a 
was transferred to the fifth floor, having 
charge of a portion of the stock there. 
After a time he was transferred to the 
fourth floor, and finally to the third, 
devoting his time to getting out sales- 
men’s orders and keeping stock in 
shape. If sufficient time could not be 


after hours. 


_ On January 1, 1877, he was placed |man of the membership committee of | ith) 
in charge of the sample room. At that | the 


Joins | 





Phila- | 
| 








transferred to the sales room to wait 
on city trade which came into the store. 
In 1880 he was placed in charge of the 
builders’ hardware department 
buyer for locks and other items. 
On January 1, 1884, he was placed 
on the road as a traveling salesman, 
covering Delaware and part of New 
Jersey and a section of Pennsylvania 
within a radius of about fifty to sev- 
enty-five miles of Philadelphia. He 
continued this position until Janu- 
ary 1, 1892, when he was taken off the 
road and placed in general charge of 


the order department and the stock | 


floors. 
Mr. Knight was admitted to the firm 
January 1, 1890, and at the organiza- 


tion of the Supplee-Biddle Hardware | 


Company on January 1, 1914, was 
elected secretary, which position he 
still holds. 


Berthold Electrical Mfg. Co. Ap- 
points New Chicago Agent 


The Berthold Electrical Mfg. Co., 


127-129 South Green Street, Chicago, | 


is extending its activities and has re- 
cently made a distributing connection 
for the city of Chicago and the State 
of Illinois with the Favorite Electric 


Sales Co., 34 West Lake Street. The 


| latter organization is said to be formed 
| and organized on an extensive scale to 


care for the increased business. Horace 
T. Chouinard is the president of the 
company and associated with him is 


his brother, Harry A. Chouinard, both | 


of whom have been long identified with 
the electrical industry. 


E. S. Cox Appointed Krein Chain 


Co. Representative in Philadelphia | 


The Krein Chain Co., Wapakoneta, 
Ohio, has appointed Ernest S. Cox as 
its sales representative in western 
Pennsylvania. Mr. Cox maintains of- 
fices in the Fitzsimmon Building, Pitts- 
burgh. The Krein Chain Co. has chain 
factories at Wapakoneta and Cleve- 
land, Ohio, and Seattle, Wash. 


| D’Andrea Credit Manager for Chas. | 


S. Smith & Co. 


M. D.’Andrea was recently appointed 
Smith & 
distributors, 


Co., wholesale hardware 


1130 Worth Street, New York City. 


Mr. D’Andrea has had twelve years’ 
credit experience, having been con- 


nected in the past with Butler Bros., | 


| and Masback Hardware Co., Inc., both 
found during business hours, he stayed he New York. 


He is a charter member and chair- 


recently formed Hardware & 


time care was taken to have all items | Housefurnishings Credit Men’s Asso- 


in stock properly sampled and priced. | ciation of New 


In addition to this he assisted in get- 
ting out cutlery orders. He was then 


| 


York. Mr. D’Andrea 
is also a member of the New York 
Credit Men’s Association. 


Foreign Cutlery Competition 
Keen 


of 


England and Germany Active 


as | 


Department Commerce Sees 


“The chief competitors of American 
| cutlery manufacturers in the various 
| markets of the world are the English 
and the Germans,” says H. H. Morse, 
| chief of the Specialties Division of the 

Department of Commerce. “It is true 
that much fine cutlery is made in 
France and that Japan has built up a 
large domestic and foreign trade in the 
lower grades, but England and Ger- 
many remain the two main competing 
nations. 

“According to the latest available 
reports,” Mr. Morse says, “English 
manufacturers have been experiencing 
difficulties both in manufacturing and 
marketing their product. Labor trou- 
| bles have been encountered, chiefly 
| over the question of wage reductions, 
with consequent dislocation of produc- 
tion, and while these have been satis- 
factorily settled production is by no 
means back to normal. 

“In spite of unsettled and uncertain 
political and economic conditions in 
| Germany, the Soligen cutlery industry, 

from the viewpoint of foreign sales, en- 
| joyed in 1922 a fairly successful year. 
| Production was hampered chiefly by the 

difficulty of obtaining raw materials 
and by mark depreciation which 
brought with it frequent and heavy 
price increases. The German export 
trade in cutlery was almost exclusively 
|on a foreign exchange basis, which 
| kept it on a much firmer foundation 
| than if calculations had been made in 
marks. 

“Owing to wide differences of classi- 
fication it is next to impossible to give 
accurate figures of comparative 
amounts of cutlery exports to the va- 
rious foreign markets. That Germany 
has made tremendous gains since the 
| war, however, and that she leads in a 
| number of markets seems to be borne 

out by such approximate figures as 
there are. To Chile, for example, the 
|; American commercial attache reports, 

in 1921 Germany exported about 28,000 
| dozen of all classes of cutlery, valued 
at approximately 265,000 gold pesos, 

while the United Kingdom exported 
| about 10,500 dozen, valued at 100,000 
gold pesos, and the United States about 
7500 dozen valued at about 30,000 gold 
pesos. 

“The total approximate figures of 
the cutlery exports of the three nations 

for 1922 reckoned in the currencies of 
the three countries are for the United 
| States about $4,615.000. for the United 
| Kingdom about £850,000, and for Ger- 
many about 8,000,000,000 marks.” 


I. B. Hersey, Grove Hall Hardware 
Co., Boston, has associated himself 
the W. K. Toole Co., Pawtucket, 
R. I. He will devote his time to the 
| builders’ hardware department. 





| 
| : 
| (Additional news on page 129) 
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WEEKLY SUMMARY 


Seasonable Goods in Strong Demand—Tools Advance—Well Balanced 
Retail Stocks—Collections Improved 


ARDEN tools, poultry netting, 
in strong demand. 
tribution of these lines. 


Ten per cent advances were made on braces, tool handles, and rules. 


screen wire, screen door hardware and sporting goods are 
Inadequate shipping facilities are hampering the jobber in the dis- 
Talk of shortages in wire products and steel goods continues. 


Rumors are heard 


concerning similar advances in other mechanics’ tools. 
Retail stocks generally appear well balanced. Weather during last week has been unfa- 


vorable for consumer buying. 


Tires, sash cord, rubber hose and other merchandise requiring cotton may be subjected to 
increased prices due to continued cotton advances. 
From the various hardware market centers come reports indicating that the collection 


situation is much relieved and that payments are a little easier. 


advantage of discounts. 


More dealers are taking 


NEW YORK 


Current Comments 


YONSUMER buying is said to have slackened, due to 

A the unexpected cold wave that settled on this district 
last week. Interest in garden tools and kindred spring 
lines has moderated, and retailers feel that these few cold 
days may postpone heavy spring buying activity for 
another ten days. Warmer weather will, it is thought, 
speed up sales. 

Jobbers’ salesmen are sending in good orders, but 
pick-up business is only fair. The scare relative to a 
court decision declaring the Tax Exemption Law uncon- 
stitutional has abated considerably, and builders are now 
more concerned with the threatened plumbers’ strike. The 
majority of local building activities have been resumed, 
and local interests seem confident that the validity of the 
State Tax Exemption law will be upheld. 


Transportation conditions are improving steadily, but 
are not quite up to normal as yet. Both jobbers and dealers 
express the opinion that spring business this year will be 
very large. 


Recent Advances 


pyc are few price changes this week. Among the 
more important announced by local jobbers were the 
following: 
Millers Falls braces have advanced 10 per cent. 
Stanley braces have advanced 10 per cent. 
Tool handles have advanced 10 per cent. 
Rules have advanced 10 per cent. 
Reddick mole traps are now quoted at $10 per doz. 
Triumph halter and coil chain has advanced 5 per cent. 
Tie-cut chains have advanced 5 per cent. 


Automobile Accessories.—Local acces- per lb.; %-in., llc. to 12c. per Ib.; 4 at ay a in. handle, $10.55 to 
d ‘obb A 5,-in., 10c. to llc. per Ib.; %-in., 9c. $11.4 per Same with 6 Sane 
sory jobbers report that good business to 10c. per Ib. ines, 26: x, “handle, $13.25 to $14.2 
is being done in auto replacement parts Common carriage bolts, % x 6 in. per doz. 


and such accessories as tool boxes, tool 
sets, luggage carriers, tires, tubes, 
warning signals, parking lights, spot 
lights and spark plugs. 

Axes and Hatchets.—Although no ad- 
vances have been announced at press 
time, local jobbers are expecting higher 
prices and are recommending that deal- 
ers place orders now for future deliv- 
ery. Stocks are fair. 


Jobbers’ quotations, f.o.b. New York: 
Ordinary grade handled axes, 3 to 4 
Ib., $17 per doz. net; 3% to 4%-lb. 


$17.50 per doz. net; 5 to 5%4-Ib., $18.50 
per doz. net; 4% to 5%-lb., $18.50 per 
doz. net; 5%-lb. solid, $19 per doz. 
net. 


Flint edge Roc kaway pattern axes, 
3 to 4-lb., $18.25 to $19.25 per doz. net; 
3% to 414 - -lb., $19.75 per doz. net; 
4 to 5-Ib., $20.25 per doz. net. 

Connecticut — axes, 3 to 3%- 
Ib., $19 per doz n 

Hatchets, full Siiaed, half and 
shingling, No. 1, $18.80 per doz.; No. 
2, $19.40 per doz. 


Bolts and Nuts.—Consistent demand is 
reported for bolts and nuts. Stocks are 
fair and prices are unchanged. 


Jobbers’ quotations, f.o.b. New York: 
Square nuts, 4-in., 16c. to 17c. per 
Ib., wy-in., 15¢c. to 16c. per Ib.; %-in., 
13c. to 14c. per Ib.; ye-in., 12c. to 18c. 


and smaller, 25 and 10 to 25 and 5 
per cent; larger and thickey, 25 and 
10 to 25 and 5 per cent. 

Machine bolts, % x 4 and smaller, 
30 and 10 to 30 and 5 per cent; larger 
and thicker, 30 and 10 to 30 and 5 per 
cent. 

Lag screws, 30 and 10 to 30 and 5 
per cent. 

Semi-finished hexagon bolts, % and 
smaller, 60 to,60 and 10 per cent; 
larger and thicker, 55 to 50 and 10 
per cent. 

Tinner’s rivets, 50 to 50 and 10 per 
cent. 

Hexagon machine screw nuts, bey 
45 per cent; brass, 60, 10 and 5 70 
per cent from new list 

Toggle bolts, steel bright finish, 7§ 
per cent. 

Stove bolts, steel bright finish, 75 
to 75 and 5 per cent. 


on 


Iron rivets, 50 to 55 per cent. Solid 
copper rivets, 20 per cent. 

Lock washers, *; to %-in., 70 per 
cent; * to %-in., 70 per cent; }4 to 


1l-in., 70 per cent. 

\xpansion bolt shields, 65, 10 and 5 

per cent. 

Screw anchors, 75 and 10 per cent. 
Clam Hooks.—Jobbers anticipate a 
good spring demand for clam hooks. 
Prices appear firm and stocks are 
adequate. Water front dealers are 
showing some early buying interest in 
a moderate way. 


Jobbers’ quotations, f.o.b. New York: 
solid steel, 


Clam hook or digger, 





Clipping Machines.—A slight increase 
in demand has been noticed for clipping 
machines. Prices appear firm and 
stocks are fair. Heavier sales are ex- 
pected toward the middle of April. 


Jobbers’ quotations, f.o.b. New York: 

Stewart No. 1 ball bearing clipping 
machine, $10.75; No. 360 top plate, $1; 
No. 361 bottom plate, $1.50; dealers’ 
discount, 25 per cent f.o.b. New York. 

Stewart electric clipping machine, 
all standard voltages, hanging type. 
$85 f.0.b. Chicago; pedestal type, $85 
f.o.b. Chicago; dealers’ discounts, 25 
per cent, 


Copper Tacks.—A steady demand con- 
tinues for copper tacks. Prices are un- 
changed and stocks appear adequate. 


Jobbers’ quotations, f.o.b. New York: 

Copper tacks, % in., 49c. per Ib.; 
¥% in. 47c. per lb.; 5% in., 46c. per Ib.; 
¥% to 1% in., 45c, per lb. These prices 
are net. 


Fruit Jar Rubbers.—A fair but con- 
sistent demand continues for fruit jar 
rubbers. Prices are firm and stocks 
appear ample. Jobbers expect large 
sales in season. 

Jobbers’ quotations, f.o.b. New York: 


Fruit jar rubbers, 80 to 85c. per gr 
Prices vary according to grade, and 
also in different sections of the city. 


In 12 gross lots, 75c. per gross. 
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Garden Tools.—Jobbers are expecting 
reorders about the end of April. Deal- 
ers are showing consistent interest, and 
fair buying continues. Prices are firm. 


Jobbers’ quotations, f.o.b. New York: 

Spading Forks.—bBoys’ size, 4 solid 
steel angular tines, iron D handles, 
$3.35 per doz. Adults’ size, 4 11-in. 
angular tines, malleable D handle, 
strap ferrule, $10.25 per doz. Same, 
better quality, $12.25 per doz. Same, 
with wood D handle, $16.53 per doz. 
Same, with heavy wood D handle, 
$18.25 per doz. Fork with 5 11-in. an- 
gular tines, wood D handle, strapped 
ferrule, $21.40 per doz. Same, with 
malleable D handle, $19.20 per doz. 
subject to 5 per cent additional dis- 
count for bundle lots. 

Manure Forks.—Malleable D handle, 
4 12-in. oval tines, strap ferrule, 
$12.25 per doz. Same, with wood D 
handle, $14.85 per doz. Fork with 5 
12-in. oval tines, wood D handle, 
strap ferrule, $18.25 per doz. Fork 
with 6 12-in. oval tines, wood D 
handle, strap ferrule, $20.45 per doz. 
Extra heavy manure forks, 4 oval 
tines, 15-in., strap ferrule, wood D 
handle, $18.85 per doz. Same, with 
4 diamond tines, 15-in., $18.85. Extra 
heavy fork with oval tines, 16 in. 
long, strap ferrule, wood D handle, 
$24 per doz. Extra heavy fork, with 
5 diamond tines, 16 in. long, strap 
ferrule, wood D handle, $33.25 per 
doz. Subject to 5 per cent additional 
discount for bundle lots. 

Malleable Iron Rakes.—8 teeth, $3. 70 
per doz.; 10 teeth, $3. 95 per doz. ; 12 
teeth, $4. 40 per doz.; 14 teeth, $4. 80; 
16 teeth, $5.25. Toy rakes with 6 
teeth, 4-ft. handles, $3.60 per doz. 
Steel garden rakes, polished, 10 teeth, 
$7 per doz.; 12 teeth, $7.70 per doz.; 
14 teeth, $8.45 per doz.; 16 teeth, $9.20 
per doz.; 18 teeth, $9.85 per doz. Steel 
gravel rakes, with 16 short teeth, 
$11.21 per doz. Extra heavy road 
rake, 6-ft. handle, steel teeth, 14 
teeth, $12.43 per doz.; 16 teeth, $13.17 
per doz. Steel bow rake, light pat- 
tern, made of one piece of steel, 12 
teeth, $7.25 per doz.; 14 teeth, $7.50 
per doz.; 16 teeth, $7.85 per doz. 

Hay Forks.—T wo oval tines, 12 in. 
long, 5-ft. bent handle, plain ferrule, 
$11.05 per doz. Straight handle, 6-ft. 
strap ferrule, $13.10. Fork with 3 
oval tines, 12 in. long, straight 4%- 
ft. handle, $11.05 per doz.; 5-ft. bent 
handle, $12.20 per doz.; 6-ft. bent 
handle, $14.15 per doz. 

Garden Hose.—Shank hoe, riveted 
steel blade, assorted 6%, 7 and 7% 
in., 4%4%-ft. handle, $4.14 per doz 
Shank hoe, solid or assorted steel 
blades, 6 to 8 in., 4 1-3-ft. handle, 
$6.92 to $7.69 per doz. 

Floral Spades.—Solid steel round 
point, iron D handle, $7.16 per doz. 
Garden sets range from $10.71 to 
$23.18 per doz. 


Garden Trowels.—6-in. solid socket, 


forged steel, grip handle, $6.75 per 
doz. 
Galvanized Sheets—A moderate de- 


mand continues for galvanized sheets 
at firm prices. Stocks are rather light, 
and it is thought that spring building 
activities will increase the demand. 
vane to retailers, f.o.b. New 
. oo sheets, 28 gage, $5.50 to 
$5. base. 
MPa, "Mowers.—Moderate interest is 
being shown for this item at firm prices. 
Stocks are fair and jobbers are ex- 
pecting that lawn mowers will be a 
very active item in another month. 


Jobbers’ quotations, f.o.b. New York: 
Lawn mowers, 3 blades, adjustable 
bearings, 8-in. drive wheels, 12-in., 
$5 each; 14-in., $5.30 each; 16-in., 
$5.60 each. Ball bearing mowers with 
9-in. drive wheels, 4 blades, 12-in., $8 


each; 14-in., $8.30 each; 16-in., $8.65 
each; 18-in., $9 each. Ball bearing 
mower, 10%-in. raised open drive 


wheels, 4 tempered steel blades, reel 
6-in. in diameter, 14-in., $9.25 each; 
16-in., $9.75 each; 18-in., $10.25 each; 
20-in., $10.85 each. 


Mechanics’ Tools.—Braces, tool handles 
and rules were advanced 10 per cent, 
and jobbers are of the impression that 
there may be further advances in other 
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items in this line. There is a very good 
demand for various hand tools. Stocks 
so far have been ample. 


Jobbers’ quotations, f.o.b. New York: 

Claw Hammers.—No. 1 size, $13.36 
per doz.; No. 1% size, $12.74 per doz.; 
No. 2 size, $12. Te per doz. 

Machinists’ Hammers.—8 0z., $8.40 
per doz.; 12-0z., $8.40 per doz.; 16-0z., 
$8.60 per doz.; 20-0z., $9.45 per doz. 

Hand Drills.—Steel frame, nickel 
plated, cut gears, black enamel, 
length 1 in. without drill points, $2.30 
each. Same, large size, length 124% 
in., $2.42 each. Same, black enamel 
frame, 12% in. long with 8 drill 
points, $2.28 each. Same, solid steel 
frame, detachable steel handle, hol- 
low end handle, partly nickel plated, 
11 in., no drill points, $1.91 each. 

Breast Drilis.—Malleable iron frame, 
adjustable breast plate, barbe sr chuck, 
forged jaws, cut gears, 2-jaw chucks, 
15-in., $2.35 each. Same, cast iron 
frame, 8-in., $3 each. Same, ball 
bearing, malleable iron stock, chuck 
and crank nickel plated, with level 
attachment, 17%-in., 2-jaw, $3.83 
each; 3-jaw chucks, $4.35 each. 

Bit Holders.—Extension model, pol- 

made to follow %-in. bit 


ished steel, 
and larger, packed 1 in a box, 12-in., 


$1.40 each; 15-in. 1.43 each; 18-in., 
$1.45 each: 24- in., 1.55 each; 30-in., 
$1.65 each. 


Nails.—There is a very active demand 
for nails in the local market. Jobbers 
are experiencing some difficulty in ob- 
taining sufficient stocks. The prices 
quoted are holding fairly well within 
the range as given. 


Jobbers’ quotations, f.o.b. New York: 

Wire nails, $4.05 to $4.15 base per 
keg. Blued wire nails, 3d fine, $5.65, 
a per keg. Cut nails, $4.35 base per 
eg. 

Wire nails and brads in small lots, 
70 and 10 to 75 per cent off lis 

Roofing nails, 1 x 12, per 100 Ib., 

$7.25 for galvanized and $5.25 plain. 

Wholesale prices vary in different 
parts of the city. 


Poultry Netting —The demand for poul- 
try netting continues to be very active. 
Shipments are somewhat improved, but 
still fall short of approaching normal 
conditions. Prices are unchanged. 
Jobbers’ quotations, f.o.b. New York: 
Poultry netting, galvanized after 
weaving, takes a discount of 45 to 50 
per cent; an extra 5 per cent is al- 
lowed for factory shipments. 
Square mesh, 2 x 2, $5 ne 100 sq. 


£é. « 3 x 8, $5.20 per 160 sq. ft 42.4, 
$5.50 per 100 sq. ft $6 per 100 


sq. ft.; 8 x 8, $6.50 per 100 sq. ft. 
Extras, wc. per sq. ft. for narrower 
than 24-in. and wider than 48-in. 


Rubber Hose.— Consistent demand, 
ample stocks and apparently steady 
prices characterize the rubber hose mar- 
ket. Rises in cotton costs have not yet 
been reflected in advances on this item, 
but local distributors say that such in- 
creases may be necessary. 


Jobbers’ quotations, f.0.b. New York: 

Rubber garden hose, ‘‘Good Luck” 
brand, 11%c. per ft. ‘‘Milo’”’ brand, 
12%c. per ft. “Bull Dog” brand, 1l4c. 
per ft. 


Sash Cord.—A strong demand continues 
for sash cord. No price advances have 
been announced as yet, but as the cot- 
ton market has been subjected to sev- 
eral advances, it is thought that they 
may be reflected in sash cord prices at 
a later date. Stocks are light. 


Jobbers’ quotations, f.o.b. New York: 

Cotton sash cord, 49c. to 50c. base 
per lb. 

Prices vary according to grade and 
al also in different sections of the 
city. 


Screen Wire.—An active demand con- 
tinues at firm prices. Slightly improved 
shipments have been an aid in handling 
this item. Stocks are none too large. 
Jobbers’ quotations, f.0.b. New York: 
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Screen Wire.—Black, 12 mesh, $2.15; 


extra, 15c. 100 sq. ft. on less than 
24 jin Competitive grade, $1.90 to 
$2.20; extra, lic. per 100 sq. ft. less 
pe 24 in., and 15c.. for 100 sq. ft. for 


half rolls. 

_ Dull Finish.—Zine coated galvan- 
ized cloth, 12 mesh, $2.65; 14 mesh, 
$3.15; 13 mesh, heavy, $4.90. Extra 
same as black 


Bright, 12 x 13 mesh, $4 to $4.10; 


X H 14 mesh, $5.60 to $5.75; 14 mesh, 
$4.30 to $4.35. Extras, less than 24 
in., 15c. per C; over 48 in., 60c. per C. 


Copper.—14 mesh, $6.75. 
less than 24 in. No. 60 ft. rolls. 
Bronze.—14 mesh, $7.25; 16 mesh, 
$7.75 to $7.85. Extras same as copper. 
Screen Door Hardware—The demand 
for screen door hardware has increased 
slightly this past week. Jobbers are 
expecting a big spring business at firm 
prices. Present stocks are adequate. 
Jobbers’ quotations, f.o.b. New York: 
Screen Door Catches.—Cast iron, 


Extras, lic. 


diamond bolt with knob and lever 
handle, reversed bevel bent strike, 
outside plate 15% x 3% in. for doors 
% to 1% in., dark bronze, $2.75 per 
doz. Extra heavy catch, with knob 
and lever handle, outside plate 1% x 
44% in. for doors % to 1% in. thick, 
wrought steel, bronze plated or an- 
tique copper finish, $7.35 per doz. 
Wrought bronze in plain highly pol- 
ished or antique copper finish, $14.85 
per doz. 

Mortise-Screen Door Night Latches. 
—Lever handle for inside, knob for 
outside, lock case 3 x 2% in., front 
3% x 4% in., reversible 2 “steel keys, 
for doors % x 1% in., steel trim, iron 
front latch, bronze plated or antique 
copper finish, $12.25 per doz. sets; 


bronze trim, with bronze front latch, 
plain or antique copper finish, $18 per 
doz. 


Screen Door Sets.—Consisting of 
one pair 7-11 hinges, one door pull, 
one gate hook and eye, complete with 
screws, japanned finish, $2.50 per doz. 
sets. 

Spring Hinges. — Loose pin steel 
japanned, 3 x 2% in., $1.75 per doz, 
pairs. Cast iron with steel spring, 


3-in. japanned, $1.35 per doz. pairs. 
Cast iron, 3-in, japanned, double act- 
ing, not adjustable, $2.85 per doz. 
pairs. Wrought steel, oil tempered 
coil spring, bronze plated, antique 
copper or dull brass, with screws, 

$2.75 per doz. pairs. 
Door Pulls.—Wrought steel, 5%-in., 
dull brass or antique 


bronze plated, 

copper, $4.25 per gross. Cast iron, 
japanned, 6-in., 49c. per doz. Door 
pulls, with plate, wrought steel, bevel 
edge plate, 7 x 2% in., pull 5 in. long; 


bronze, antique copper or dull brass 
finish, $1.90 per doz. 

Screen Door Checks.—Rubber 
bumper, cast iron spindle, 85c. per 
doz, 

Screen Door Springs.—Japanned, 
9-in., $2.64; 10-in., $3.36; 11-in., $4.68: 
12-in., $5.28; 13-in., $6; 14-in., $7.92 
per doz. less 40 and 10 per cent. 


Wheelbarrows.—A moderate demand is 
reported for wheelbarrows, and jobbers 
appear to have fair stogks. There is 
considerable talk relative to possible 
price advances. Jobbers are urging 
dealers to place their orders now, as 
early indications are said to suggest a 
shortage. 
Jobbers’ quotations, f.o.b. New York: 
Canal et ts half bolted, $3.50; 
full bolted, $3.7 
Mortar barrows, steel tray. $6.85. 
Garden ret ts No. 3, $5.90; No. 4, 
$6.50; No. 5, $7.2 
P. S.—The Derf Products Co., 1737 
Broadway, New York City, announce 
the resumption of prices as of Feb. 5 
on Derf spark plugs. Prices to dealers 
are announced as follows: In lots of 
1 to 49, 70c. each; in lots of 50 to 99, 
65e. each; in lots of 100 or more, 50c. 
each. The suggested price to consumer 
is $1.50 each. This announcement 
supersedes the announcement of Feb. 5 
relative to a 50c. reduction on the con- 
sumers’ list price. 
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Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, Ill, March 31. 
ORE price advances were an- 
nounced locally during the past 
week. The advance on nails, staples 
and barb wire was the most notable 
and will probably have a tendency to 
make buying more spirited, although 
the increases will not help the low 
stocks which exist at the present time. 
While manufacturers, jobbers and re- 
tailers are watching public reaction to 
higher prices they have not yet felt 
that there is serious cause for alarm. 

Business from this section continues 
to run along with increasing tonnages 
and shortages. It is a real problem to 
receive seasonal merchandise in suffi- 
cient quantities for the demand. The 
retailers who foresaw the situation and 
specified early in the year will reap 
profits from full and complete stocks 
which will be denied to those who are 
just now specifying their requirements 
at more money. 

The produce markets were satisfac- 
tory both in volume and prices during 
the past week. There was a small in- 
crease in coal demand, due to weather 
changes. Distributors of lumber, cement, 
brick and all building materials are 
experiencing the first signs of the ex- 
pected spring rush. Business in dry 
goods fields has again picked up to a 
satisfactory degree. Gasoline and 
petroleum are being stored against the 
expected heavy spring demand. Cotton 
was off slightly during the week. 

The demand for iron and steel showed 
no signs of slowing down. Higher 
prices are being put into effect. One 
leading producer in this district booked 
as large a tonnage last week as during 
the three previous weeks. Railroad car 
buying was more active. There is a 
tendency to hold off on large structural 
orders due to the high prices. The ma- 
jority of steel mills are sold up to July 1 
and they refuse to accept orders for the 
third quarter. Uncertainty of costs is 
causing producers to refuse to name 
prices for third and fourth quarter de- 
liveries. 

Storms interfered with deliveries to 
some extent, but better weather condi- 
tions are doing much to improve ship- 
ping. While the agricultural industry 
has dragged behind the general im- 
provement in business, there are signs 
of better things ahead, according to ex- 
perts. General conditions showed a 
marked improvement in 1922. The ef- 
fect of this improvement in the buying 
power of the farmer came too late and 
will not be fully reflected in farm ma- 
chinery purchases until the season of 
1923. The farmer’s buying of machin- 
ery for the past two years has been 
seriously curtailed, and his replacement 
necessities have grown to large pro- 
portions. 

One of the large Chicago packers has 
just announced that pay for vacation 
will be given to all hourly and piece- 
work employees. It has been almost 
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a universal practice to pay hourly and 
piecework employees only for actual 
time worked and this new arrangement 
meets with great approval in the stock 
yards, and will likely be extended to 
other industries. 

Collections are reported as satisfac- 
tory, with a smaller number of dealers 
in the Chicago market, due to weather 
and the opening of spring trade in their 
local communities. 


Alarm Clocks.—The famine in nickel 
alarm clocks still exists, and demand is 
more acute than ever. Higher prices 
no doubt will prevail at a later date. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: America, $11.40 in doz. 
lots, $11.04 in case lots; Blue Bird, 
$13.20 in doz. lots, $12.84 in case lots: 
Blue Bird, $18.96 in doz. lots, $18.36 
in case lots; Bunkie, $20.88 in doz. 
lots, $20.16 in case lots; Lookout, 
$13.20 in doz. lots, $12.84 in case lots; 
Sleepmeter, $15.12 in doz. lots, $14.64 
in caselots. 


Automobile Accessories.—Local prices 
on tires and tubes have advanced. Sales 
are expected to be exceptionally large; 
in fact, orders are now coming in in 
excellent volume, and spring weather 
will increase sales considerably. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
Regular, 58¢c. each; Champion X, 45c. 
each; lots of 100, 41¢c. each; Champion 
Blue Box Line, 53c. each; A. C. Titan, 
58c, each; lots of 100, 56c. each; A. C. 
Special Ford, 44c. each. 

Spot Lights.—Anderson No. 3280, 
$6.50 each; Stewart, $5.67 each. 

Motometers.—Standard, $7.50 each; 
Universal, $5.60 each. 

Horns.—E. A. Electric (Ford), $4 
each. 

Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, $2.25 each; Sim- 
plex, No. 36, $1.80 each; Ajax, No. 
6, 85¢e. each; National Standard, No. 
21, $1.20 each. 

Pumps. — Rose, 1%-in., cylinder, 
$1.55 each. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% non- 
skid, fabric, $9.60 each: Cord, $11.95 
each: Gray inner tubes, 30 x 3%, $1.50 
each; red inner tubes, 30 x 3%, $2.00 
each, 


‘ 
Axes.—An advance of 50 cents per 
dozen is quoted, effective April 1. 
Future and current sales are in volume 
well ahead of last season. Local prices 
now advanced as announced three weeks 
ago. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., 
$14 doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15 to $22 per doz., according to 
quality and to grade of handle. 

Bicycles and Tires..—Although the sea- 
son has not opened, factories are hope- 
lessly behind. The demand is so brisk 
that it is becoming difficult to obtain 
deliveries from the factories. Manufac- 
turers have made further advances in 


prices. Stocks are badly broken. 


Bolts and Nuts.—All makers advanced 
prices March 1. The market is excep- 
tionally firm and no further changes 
are expected. Local jobbers continue to 
accept business at prices quoted as fol- 
lows: 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: Large carriage bolts 
40-5 per cent off list; small carriage 
bolts, 50 per cent o: list; large sized 
machine bolts, 50 per cent off list; 
small sized machine bolts, 50-10 per 
cent off list; all stove bolts, 75 per 
cent off list; all lag screws, 50-10 per 
cent off list. 


Builders’ Hardware.—The situation is 
unchanged. Manufacturers are booked 
to capacity with orders. The demand 
for builders’ hardware was never so 
great as it is at the present time, and 
there unquestionably is a_ shortage. 
Many factories are only accepting 
orders at prices ruling date of ship- 
ment. Local stocks are pretty well 
broken, as is the condition elsewhere. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, in 
case lots, $3.24 per doz. pr.; 4 x « 
steel butts, old copper and dull brass 
finish, in case lots, $4.44 per doz. pr 
heavy bevel steel inside sets, case 
lots, $7.20 doz.; steel bit-keyed front 
door sets, $1.75 per set; wrought 
brass bit-keyed front door sets, $3.40 
per set; cylinder front door sets, 
$7.50 per set. 


Baseball Goods.—Business thus far has 
surpassed all records, and the total vol- 
ume to date makes it the biggest base- 
ball goods season in history. There is 
now a shortage in Louisville Slugger 
baseball bats. 


Chains.—The market is firm, stocks are 
complete and sales are very active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$8.75 per 100 lb.; American coil chain, 
50 per cent off list; No. 00, 4% electric 
welded cow ties, $2.85 per doz. 


Coaster Wagons and Sleds.—Jobbers 
report they are booking the largest 
future sled business in history. Coaster 
wagons continue to be in excellent de- 
mand. The business for 1923 will be 
exceptionally large. 


Copper Rivets and Burrs.—Copper is 
very strong and rivets advanced again 
this week. Sales are large, but stocks 
are complete. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Copper rivets and 
burrs, 30 per cent discount. 


Cutlery.—Orders are coming in freely 
and sales are quite good. Some manu- 
facturers of butchers’ knives, table and 
kitchen cutlery have withdrawn prices 
and are issuing new schedules. A 
shortage of American pocket knives is 
already in sight. Scissors, shears and 
clippers are selling in very good vol- 
ume, with factories predicting advances 
of 10 per cent to 20 per cent in near 
future. 

Eaves Trough and Conductor Pipe.— 
Prices are very strong, with further 
advances looked for, and a very satis- 
factory business is being booked. 
Spring shipments are going out very 
fast. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 29-gage 5-in. lap joint 
gutter, $4.75 per 100 ft.; 29-gage 3-in 
conductor pipe, $4.75 per 100 ft.; 29- 
gage, 1% x 8 in. ridge roll, $4 per 109 
ft.; 29-gage 3-in. conductor elbows, 
$1.55 per doz. 


Field Fence.—Local prices have ad- 
vanced 1% points. Orders are coming 
in freely at the new advanced prices, 
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and from all indications sa‘es will *e 
exceptionally good. Mills are 60 days 
behind and stocks are broken. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Field fencing, 60% per 
cent discount from lists. 


Files—There is some talk of advancing 
prices. Some manufacturers have an- 
nounced higher prices, but they have 
not yet become general or changed the 
local market. Sales are excellent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 65-5 
per cent off list; Nicholson files, 50-10 
per cent off list; Disston files, 50-10- 
10 per cent off list; Black Diamond 
files, 50-5 per cent off list. 


Fishing Tackle—Steel rods have ad- 
vanced. Indications are that there will 
be a shortage. Prices on silk and cotton 
lines are higher. 


Galvanized Ware.—Higher prices are in 
effect, as announced previously. Sales 
are very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvan- 
ized water pails. 8-qt., $2 doz.; 10-qt., 
$3.25 doz.; 12-qt., $2.45 doz.; 14-qt., 
$2.75 doz.; galvanized wash tubs, No. 
1, $6.25 doz.; No. 2, $7 doz.; No. 3, 
$8.25 doz. 


Garden Hose.—Jobbers report that fac- 
tories are behind on orders, and ship- 
ments are very slow. Some jobbers are 
unable to get delivery on orders placed 
last October. Local markets have not 
yet followed the general advances. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. two-ply molded 
hose, 944c. to 12%c. per ft.; 5-in. cord 
hose, 8%c. to 10c. per ft.; %-in. 
wrapped hose, 13%c. per ft. 


Glass Oven Ware.—Business continues 
to be very satisfactory. Prices are un- 
changed. The new nursing bottles are 
selling nicely. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 183, $12 
doz.; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 
a= No. 194, $16 doz.; No. 197, $14 
oz. 

Nursing Bottles.—Narrow neck, flat 
shape and wide mouth, 4-oz. (narrow 
neck only). 80c. doz.; all styles, 6-0z., 
ty doz.; 8-oz., $2 doz.; 10-0z., $2.40 


OZ. 

Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea re ae $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
23%, $14 doz. 

Glass and Putty.—Replacements are 
slow, the market is firm and the de- 
mand is increasing daily. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A and 
B, up to 26-in., 85 per cent discount; 
over 25-in., 83 per cent discount; 
double strength A, all brackets, 84 
per cent discount. Putty, 100 Ib. kits, 
$3.65; commercial putty, $3.60; Gla- 
ziers’ Points, Nos. 1, 2 and 3, one 
doz. packages, 65c. 

Hammers.—Manufacturers are behind 
with their orders. Prices are firm on 
all grades. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% first quality 
nail hammers, $12 per doz.; 12-oz. 
Ball Pein, $9 per doz.; Competitive 
forged nail hammers, $8 per doz.; 
cast steel hammers, $5 per doz. 

Hatchets.—The situation as to hatchets 
is about the same as last reported. 
Stocks are complete, and the demand 
continues to be heavy. 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2, extra quality, 
broad hatchets, $17.15 per doz.; com- 
petitive grade, $13.75 doz.; warranted 
shingling hatchets, No. 2, $13.15 doz.; 
competitive forged shingling hatch- 
ets, No. 2, $9.90 doz. 


Hickory Handles.—Prices are strong 
and the demand is heavy. Replace- 
ments from the manufacturers are slow. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Hickory Handles—No. 
1 hickory axe handles, $3 per doz.; No. 
2, $4 per doz.; finest selected second 
growth white hickory handles, $6 
per doz.; special white, second growth 
hickory, $4.50 per doz.; No. 1 hatchet 
and hammer handles, 90c. per doz.; 
second growth hickory hatchet and 
hammer handles, $1.40 per doz. 


Hinges.—While there has been no 
change in price on hinges since last 
reported, the market is very firm, and 
a large volume of business is being 
booked by both the manufacturer and 
the jobber. Local stocks are in fairly 
good shape. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges in 
bundles, 4-in., $1.02; 5-in., $1.24; 6-in, 
$1.70; 8-in., $2.80: 10-in., $4.30 per 
doz. pairs. Extra heavy T hinges in 
bundles, 4-in., $1.56; 5-in., $1.65; 6-in., 
$2.05; 8-in., $3.51; 10-in., $5.10 per doz. 
pairs. 


Ice Cream Freezers.—Prices remain un- 
changed. Business is reported very 
satisfactory. Spring orders have been 
shipped and were reported to be fairly 
heavy and orders continue to come in. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Peerless and Alaska, 
1-qt., $2.95; 2-qt., $3.45; 3-qt., $4.10; 
4-qt., $5, less 20-10 per cent. White 
Mountain, %-qt., $3.50; 1-qt., $4.90; 
2-qt., $5.70; 3-qt., $6.90; 4-qt., $8.30; 
6-qt., $10.50; 8-qt., $13.50; 10-qt., 
$18; 12-qt., $21.60, less 50 per cent. 
Arctic, 1-qt., $3.80; 6-qt., $4.60; 3-qt., 
$5.45; 4-qt., $6.80; 6-qt., $8.60; 8-qt., 
$11.10, less 50 per cent. 


Incubators.—Although the manufac- 
turers have been working on night 
shifts for over sixty days, they are 
about six weeks behind with their 
orders. Dealers continue to specify 
freely. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Incubators, 35 per cent 
discount from all lists. 


Lawn Fence and Gates.—Orders are 
very good and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Lawn fence, 58 per 
cent discount; galvanized gates, 45 
per cent discount; painted gates, 55 
per cent discount. 


Lawn Mowers and Grass Catchers.— 
There has been a tendency on the part 
of a great many dealers to increase 
their specifications on lawn mowers, in 
anticipation of the heavy demand that 
is expected this season. Manufacturers 
continue to work to capacity, and a 
possible shortage may be expected later 
on. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 12-in., $5.20 each net; 
14-in., $5.50 each net; 16-in., $5.85 
each net; 18-in., $6.20 each net; ball 
bearing lawn mowers, 4 blades, ad- 
justable bearings, 8-in. drive wheels, 
finished in gold, aluminum and blue, 
14-in., $7.50 each net; 16-in., $7.80 
each net; 10%-in. raised open drive 
wheel, 4 tempered steel blades, reel 
6-in. diameter, finished in aluminum, 
gold and green, red and gold striped, 
$9.50 each net. Some, 16-in.. $9.95 
each net; some, 18-in., $10.45 each 
net; 20-in., $11.15 each net. 

Grass catchers, wire frame, adjust- 
able heavy iron bottoms, white duck, 
for mowers 12 to 16-in., $9 per doz. 
net. Same for mowers 16 to 20-in., 
$10.50 per doz. net. 
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Nails.—Local prices advanced to $3.65. 
Some firms are asking $3.80 per keg 
for nails. Local jobbers, for the most 
part, are now asking $3.65. There con- 
tinues to be a shortage of some sizes. 
Jobbers report they have fair stocks 
on hand of standard sizes, but deliv- 
eries from mills at present are slow, 
and indications do not point to much 
improvement. The largest mill is said 
to be two to four months behind on 
their delivery schedules. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.65 per keg base. The extra fo 
galvanized nails is now $1.50 for 1-in 
and longer; $2 for shorter than 1-in. 

Oil Stoves.—Sales are opening up in 
fine shape. Advances of about 122 per 
cent are announced for April 1. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: New Perfection, 2- 
burner, $17.50 list; 3-burner, $23.5( 





list; 4-burner, $29.50 list, all less 
per cent in lots less than 10. 


Paints and Oils.—Linseed oil has ad- 
vanced 5 cents per gal. Turpentine has 
advanced 2 cents per gal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, $1.25 
per gal.; 5-barrel lots, $1.20 per gal 

Linseed Oi!.—Boiled, barre! lots 
$1.27 per gal.; 5-barrel lots, $1.22 per 
gal. 

Turpentine.—Barrel lots, $1.75 per 
gal, 
~' Denatured Alcohol.—In barrels, 46c. 
per gal. : 

White Lead.—i00-lb. kegs, 14%e. 
per Ib.: 50-lb. kegs, 14%c. per Ib.; 
25-lb. kegs, 14%c. per Ib.; 12'%4-Ib. 
kegs, 15c. per Ib. 

Dry Paste.—In barrels, 6%4c. per Ib. 

Shellac.—(4-lb. goods) white, $4.25 
per gal.; orange, $4 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


Roller Skates.—Prices are higher and 
goods are scarce. Sales are excep- 
tionally large, and another advance is 
expected. Factories are behind on 
orders and local stocks are low. 


Rope.—Sales show a liberal increase. 
Prices are unchanged and current 
orders are good. Spring orders are 
going out early and in heavy volume. 

We quote from jobbers’ stocks, 
f.o.b. Chicagd: First quality manila 
rope, standard brand, 18'%c. to 20%c 
per lb.; No. 2 manila rope, 17c. to 
18%4c, per Ib. base; so-called hard- 
ware grade manila rope, 17%c. per 
Ib.; No. 1 sisal rove, highest quality, 
standard brands, 14%4c. to 16'4c. per 
Ib. base: No. 2 sisal rope, standard 
brands, 1314c. to 15c. per-lb. base. 

Sash Cord.—Sales are very active. 
Manufacturers are exceptionally busy 
and are talking of another advance, 
due to cotton advances and large de- 
mand due to building. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.80 per doz. hanks; No. 8, $12.50 
per doz. hanks. ; 

Screen Doors.—A large volume of busi- 
ness is expected this spring. Prices 
are unchanged. 

We quote from jobbers’ stocks, 

f.o.b. Chicago: No. 241, 2 ft. 6 in. x 6 
ft. 6 in., $28.80 per doz.; 2 ft. 8 in. x 
6 ft. 8 in., $21.75 per doz.; 2 ft. 10 in. 
x 6 ft. 10 in., $22.80 per doz.; 3 ft. x 7 
ft., $23.80 per doz.; No. 296, 2 ft. x 6 
ft., $27.15 per doz.; 2 ft. x 8 ft., $28.20 
per doz.; 2 ft. x 10 ft., $29.55 per doz.; 
3 ft. x 7 ft., $30.65 per doz. 


Shearing and Clipping Machines.— 
Season has been backward, but sales 
are good. The early demand from the 
South has been exceedingly strong. 
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The demand, especially for extra plates 
and parts, is very heavy now. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Stewart No. 1 ball- 
bearing clipping machine, $10.75; No. 
360 top plate, $1; No. 361 bottom 


plate, $1.50; dealers’ discount 25 per 
cent. Stewart electric clipping ma- 
chines, all standard voltages, hanging 
type, $80; pedestal type, $85; dealers’ 


discount 25 per cent. 
Screws.—While there has been no 
change in price, and it is unquestionable 
whether or not there will be an ad- 
vance, however, there are some of the 
manufacturers who have intimated that 
prices might stiffen. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head _ bright 
screws, 82-5 per cent new list; round 
head blued, 75-20-5 per cent new list; 
flat head brass, 78-5 per cent new 
list; round head brass, 70-20-5 per 
cent new list; japanned, 70-20-5 per 
cent new list. 

Solder and Babbitt Metal. — Solder 
prices are easier, after a period of 
heavy advances, but the demand is 
strong, and a continued high market 
exists. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $32 per 100 Ib.; medium 45-55 
solder, $31 per 100 Ib.; tinners’ 40-60 
solder, $30 per 100 Ib.; high speed 
babbitt metal, $22 per 100 Ib.; Stand- 
ard No. 4 babbitt metal, $12 per 100 
Ib. 


Steel Goods.—Requests for early ship- 
ments are coming in from all sections, 
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pe sen ant factors governing 
4 the New England hardware mar- 
ket have not changed since the last re- 
port. Jobbers are finding a great deal 
of fault with slow deliveries on mer- 
chandise urgently needed. Retail firms 
are exacting as to deliveries, which the 
jobbers on certain goods, at least, can- 
not supply. Weather conditions are 
much better than a fortnight or so ago, 
but not sufficiently so to bring out the 
big spring public buying movement. It 
may be said that hardware merchan- 
dising in New England is possibly a 
month behind schedule. Just now it 
looks very much as though this lost 
time would not be made up, largely be- 
cause of transportation conditions. 
Otherwise, the situation has its fav- 
orable features. Retail stocks are in 
fairly well balanced condition, although 
not sufficient for spring, 1923, require- 
ments. This fact should make for con- 
tinued activity to secure merchandise. 
Jobbers’ stocks are not large. Prices 
continue strong. The past week saw a 
number of important uplifts, notably in 
nails, barbed wire and fencing. .A very 
large number of minor important ad- 
vances are taking place every day or 
two. Nothing seems to be going down. 
New England is largely a manufactur- 
ing center. Much of her prosperity de- 
pends upon the cotton and woolen in- 
dustry. Woolen mills some days ago 
announced an increase in wages. Cot- 
ton mills in Fall River, Mass., flatly 
turned down demands for higher pay. 
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which indicates that dealers expect a 
strong demand, and want to forestall 
any possible shortage in the market. 
Factories are behind on their orders 
and unable to run on regular schedules 
on some goods because of the mills’ in- 
ability to ship promptly. The situation 
has remained unchanged for some little 
time. 


Stove Pipe and Elbows.—Prices are 
very strong. Some manufacturers have 
advanced prices, and others have with- 
drawn from the market. Orders are 
ahead of all previous records, and late 
buyers must expect delayed deliveries. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage 6-in. Nested 
Blued Pipe, 14c. per joint; 30-gage 6- 
in. Nested Blued Pipe, 138c. per joint; 
28-gage 6-in. Blued Corrugated El- 
bows, $1.50 per doz.; 30-gage 6-in. 
Blued Corrugated Elbows, $1.35 per 
doz, 
Steel Sheets.—Galvanized sheets ad- 
vanced 15 cents per 100 Ib. locally. 
Local stocks are still complete, but 
delays in shipment must be expected 
later on. Mills are booked with orders 
far ahead, and accepting orders only at 
greatly advanced prices over the Steel 
Corporation quotations recently re- 
ported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
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The largest cotton mill in New Eng- 
land, located in Massachusetts, during 
the past week announced an advance 
of 12% per cent in wages. The other 
mills will have to take similar action 
or close. The probabilities are they 
will not close, because they are making 
money even with raw cotton sailing 
along in high altitudes. 

Other industries, especially those 

employing machinists, are advancing 
wages. Still others are getting ready 
to do so. All these things point to 
prosperity for the worker, and when 
we come down to the final analysis, the 
worker is the big money spender. It 
looks, therefore, as though business 
would continue good the balance of 
1923, anyway. The retail hardware 
business may be a little backward, but 
it will soon catch its step. 
Barbed Wire.—In sympathy with pri- 
mary markets, local jobbing quotations 
on barbed wire have undergone a gen- 
eral upward revision. Local wholesale 
houses are backward on deliveries of 
wire, both out of store and from mill, 
largely as a result of the transporta- 
tion situation. Nothing has happened 
to change the view of the jobbers that 
1923 will be one of the best years on 
record in the barbed wire business. 


We quote from Boston jobbers’ 
stocks: 

Barbed Wire.—From store, galvan- 
ized Waukegan, 80-rod reels, com- 
mon, $4.12 per reel, two-ply, $3.62 per 
reel; catch-weights, common, $5 per 
100-lb., two-ply, $4.90. 

From the mill, f.o.b. Pittsburgh, 
galvanized catch weights, in car lots, 
$3.80 per 100-Ib., in less than car lots, 
$4.05; two-ply is quoted the same; 80- 
rod reels, galvanized, four-point, in 
ear lots, $3.22 per reel, in less than 
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sheets, $6 per 100 lb.; 28-gage black 

sheets, $5 per 100 Ib. 
Wire Goods.—Complete advances made 
last week on barb wire quoted below. 
There unquestionably will be a short- 
age of poultry netting and wire cloth 
this spring. Nearly all of the large 
producers of these two items are out 
of the market for the time being, hay- 
ing more orders booked than they can 
possibly fill. There continues to be a 
heavy inquiry for hog and cattle wire. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.55 per 100 lb.; catch weight 
spool galvanized cattle or hog wire, 
$4.45 per 100 lb.; 80-rod spool galvan- 
ized hog wire, $4.14 per spool; No 
9 galvanized plain wire, $4.15 per 100 
Ib.; polished fence staples, $4.10 per 
100 1lb.; catch weight spools painted 
barb wire, $4.10 per 100 Ib.; 12 mesh 
black wire cloth, $1.90 per 100 sq. ft.: 

12 mesh galvanized wire cloth, $2.20 

per 100 sq. ft.; galvanized before 

poultry netting, 55 per cent discount: 

galvanized after poultry netting, 50 

per cent discount. 
Wheelbarrows.—Prices are strong and 
further advances expected. Demand is 
very active and factory deliveries are 
slow. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 4, Tubular, $6.50 
each; No. 14, Steel tray and leg, con- 
tractor’s barrow, $6 each; Competi- 
tive grade, steel tray, $4 each; Com- 
mon wood, bolted, $3 each; Steel leg, 
garden barrows, $5 each. 


car lots, $3.47; Lyman, four-point, in 

car lots, $3.32, in less than car lots, 

$3.57; two-ply twisted, in car lots, 

$2.79, in less than car lots, $3.04. 

Staples.—From stock, $4.90 per 100- 

lb.; from mill, in car lots, $3.80; in 

less than car lots, $4.05. 
Barrows.—lInterest in garden and canal 
barrows the past week centered largely 
in the movement out of jobbers’ stocks. 
New business was satisfactory, all 
things considered, but a large majority 
of the retail hardware trade is covered 
on this class of merchandise, and the 
big thing uppermost in the minds of 
today is “when are we going to get our 
allotment?” Fresh goods continue to 
come in slowly from the makers, conse- 
quently jobbers are not making as 
large reshipments as desired. They 
nevertheless have done very well the 
past week. 


We quote from Boston jobbers’ 
stocks: 

Barrows.—Garden, standard makes, 
good quality, No. 4, $5.75 each; in lots 
of six, $5.50 each. Canal, No. 120, 
— each; No. 75A, steel gray, $6.50 
each. 


Baseball Goods.—Although the indi- 
vidual order is small, inquiry for base- 
ball goods appears on the _ increase. 
Late comers in the market find com- 
paratively small supplies available, 
consequently orders, small as they are, 
in some instances, are not being com- 
pleted. Jobbing houses selling direct 
from factories also are having difficulty 
in securing full shipment for custom- 
ers. As previously stated, baseball 
goods in a jobbing way, at least, will 
clean up early this season. 


We quote from Boston jobbers’ 
stocks: 

Bats.—Louisville Sluggers, assorted 
designs, $16.20 per doz.; Junior Slug- 
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gers, assorted designs, $7.20; H. & B. 
branded. Professional League, $12; 
burnt oil finish, $10.80; King of Field, 
taped, $7.20; Junior League, $3.60; 
Cracker-Jack, $2. American Steel & 
Ladder Co. line, $3 to $16 per doz. 

Gloves.—Fielders’ gloves, $6 to 
$30.50 per doz.; first basemen’s mitts, 
No. 604, $21.50 per doz.; No. 608, $29; 
No. 622, $38. Catchers’ mitts, No. 
569, $11.50 per doz.; No. 274W, $18.50; 
No. 578R, $25.75; No. 577, $26.50; No. 
592, $75. Kenwell line, $4 to $40 a 
dozen. 

Chest Protectors.—No. 903, boys’, 
$25.75 per doz.; No. 920, big league 
size, $46. 

Baseballs.—Per dozen, Dandy, 80c.; 
Boys’ Favorite, $1.65; Young Amer- 
ica, $2; Junior League Special, $2.50; 
Junior League, $3.50; Boys’ League, 
$4; Dollar Lively, $6; Professional 
League, $8; Hardwood League, $12, 
National League, $14.50. 


Blacksmith Supplies —In common with 
the general advance in blacksmith sup- 
plies made earlier in the month, job- 
bers’ quotations on anvils have gone 
up 1 cent per lb. to 19 cents. Black- 
smith supplies are even more active 
than heretofore. Everything on the 
list is moving unusually well, even for 
this time of the year. Generally speak- 
ing, jobbers’ stocks are in fair condi- 
tion, although here and there one finds 
holes. 


We quote from Boston jobbers’ 
stocks: 
Tr onan iiabemeente makes, 19c. per 


Axles.—Square bed, drawn bed and 
one-piece, under 2%-in., 15c. per lb.; 
square bed, drawn and one-piece, 
2%-in. and 3 in., 15c. per lb.; coach 
bed axles, 16c. per lb. 

Springs.—Common wagon and car- 
riage springs, 12c, per lb. base. A 
discount of 1c. is allowed the retail 
trade. 

Horseshoes.—We quote from job- 
bers’ stocks: Standard makes in 100- 
lb. kegs to dealers in Maine, New 
Hampshire, Vermont, Massachusetts 
and Rhode Island points, $7 per keg 
base. Base prices are for No. 2 .0r 
larger. To Connecticut blacksmiths 
and consumers the base price is $6.75 
per 100-lb. keg. No freight is al- 
lowed on store shipments. 

Fancy Shoes.—Side weight, $11.50 
per keg; track side weights, $11.75; 
toe weights, $10.25; steel shoes, $8.75; 
toe creased, $7.25; side wear, $9.25; 
calked, $9.25; extra light calked, 
$9.75; iron countersunk, $7.75; steel 
countersunk, $9.50; tips, $8.75; light, 
driving, $8.75; featherweights, $8.75; 
all assorted shoes, 50c. per keg extra. 

Welded Toe Calks.—Dull, $2.25 per 
box; sharp, $2.50; blunt heel, $2.50; 
sharp heel, $2.50. 

Nails.—Horseshoe, Reliance and 
Brighton and Crown, No. 5, $5.40 
per keg; No. 6, $4.90; No. 7, $4.70; 
No. 8, $4.55; Nos. 9, 10 and 11, $4.40; 
Leader, No. 5, $5.05 per keg; No. 6, 
$4.70; No. 7, $4.50; No. 8, $4.35; Nos. 
9, 10 and 11, $4.25. When less than 
25 lb. of a size is wanted, an extra 
charge of 1c. a pound is made. 

_Rasps.—Heller, 70 and 10 per cent 
discount; Superior, etc., 75 per cent 
discount; Stokes, 75 per cent dis- 
count. 


Braces.—The Millers’ Falls line of bit 
braces has been revised upward ap- 
proximately 10 per cent. 


Brooms.—About a month ago local job- 
bers, in keeping with advices received 
from manufacturers, reduced mixed 
stable brooms from $12.25 per dozen to 
$11.50. During the past week the mar- 
ket has again marked up, this time to 
$12 per dozen net. The market on 
this class of goods has been going up 
and down much of the time since last 
December. 


Builders’ Hardware.—What seemed a 
fortnight ago an ugly situation in the 
New England construction outlook, ap- 
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parently has been eliminated. Demands 
for increased wages by the local build- 
ing trades were refused by the master 
builders, and the same held true in 
ether sections of this territory. It 
looked very much as though there 
would be a general strike and that 
building and builders’ hardware would 
go by the boards this spring and sum- 
mer. The master builders, however, 
have granted an increase in wages and 
the situation insofar as it concerns the 
boss and the worker is clearer. 


Fencing.—Reflecting higher mill prices, 
the jobbing market here on field and 
poultry fencing has advanced from 47 
per cent discount to 40 and 10 per cent, 
and a corresponding advance in mill 
shipments also has taken place. 


We quote from Boston jobbers’ 
stocks: 

Fencing.—National line, 40 and 10 
per cent discount. Factory ship- 
ments, in car lots, 65 per cent dis- 
count; in less than car lots, 64 per 
cent discount, 


Carts, Wagons, Etce.—As was antici- 
pated, more seasonable weather has in- 
creased the demand for carts, wagons 
and allied lines of merchandise. To be 
sure, the volume of buying is not ex- 
actly heavy, but it is so much better 
than it was a month or so ago, the 
market really has the appearance of 
being quite active. 


We quote from Boston jobbers’ 
stocks: 

Sherwood Line.—Coaster wagons, 
new type, rubber tire disk wheels, 
No. 28, $8.25, list; No. 32, $9.10; No. 
34, $9.90; No. 38, $11; No. 40, $12.35. 
Discount to the trade, 33 1-3 per cent. 

Kiddie Karts.—No. 301, $3.50 each: 
No. 302, $4.50; No. 303, 50; No. 304, 
$6.50; No. 305, $8.50. I ount 33 1-3 
per cent. 

Kiddie Specials.—No. 1091, 2.25 
each; No. 102, $3; No. 103, $3.75; No. 
104, $4.50; No. 105, $5. Discount 
33 1-3 per cent. 

Kiddie Koasters.—No. 705, $14.50 
each. Discount 33 1-3 per cent. 

Kiddie Pedal Kars.—No. 154, $6 
each; No. 155, $7. Discount 33 1-3 
per cent. 

Kiddie Scooter.—No. 805, $6 each. 
Discount 33 1-3 per cent. On large 
lots of all Kiddie products an extra 
discount is allowed. 


Cook Stoves (Oil).—In less than a 
month the spring drive on summer 
camps, etc., will be on. Cook stoves 
will be needed in numbers, which un- 
doubtedly explains why the jobbers are 
getting numerous inquiries these days. 
Because of the advancing cost of raw 
materials going into oil stoves, whole- 
sale hardware firms are not talking 
lower prices. 
We quote from Boston jobbers’ 


stocks: 
Florence’ Line.—2-burner, $11.40 


each, net; 3-burner, $14.70; 4-burner, 
$17.75, 
Cultivators.—All kinds and makes of 
cultivators are moving out of stock, 
both on new and old orders. Last year, 
it possibly will be recalled, jobbers did 
not sell very many cultivators, conse- 
quently they had quite a carry-over. 
As might be expected, they did not or- 
der heavy for this season. It will not 
take very much more retail buying to 
practically clean up the market here. 
We quote’ from Boston jobbers’ 








cultivators, $6.45 per doz.; five-prong 
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cultivators, $8.65 per doz.; all prices 

net. 
Hose.—While both crude rubber and 
cotton are considerabiy under the high 
prices of the year, their decline has not 
been sufficient to warrant expectations 
of lower rubber hose quotations. Indi- 
cations strongly point to the rubber 
hose makers having about all the busi- 
ness they can properly handle this sea- 
son. Unless all signs fail it is going 
to be a wonderful season for lawns pro- 
vided they are given half a show. A 
hose is one of the most needed lawn 
accessories. 

We quote from Boston jobbers’ 
stocks: 

Rubber Hose.—Milo, 12%c. per 
foot; Goodluck, 1li%c.; Bull Dog, 
14%. 

Ice Skates.—The jobbing trade here 
is of the opinion that next season’s 
ice skate prices will be made public 
within the next ten days. Opinion as 
to what prices will be is mixed, but a 
majority of the hardware jobbers are 
inclined to believe higher lists are in 
the making. 


Insecticides—Most of the jobbing 
houses say they have about all the in- 
secticide business on their books they 
probably can fill. And yet they con- 
tinue to accept additional business 
every day. Sales are running well 
ahead of those for the corresponding 
period last year. Nothing new in the 
way of prices has developed. 

We quote from Boston jobbers’ 
stocks: 

Insecticides.—Arsenate of lead, in 
paste form, in 1-lb. packages, 25 to 
the case, 261%4c. per Ib.; in 2-lb. pack- 
ages, 25 to the case, 24%c.; in 5-Ib. 
packages, 12 to the case, 22%c.; in 
10-lb. packages, 12 to the case, 
19%4c.; in 25-lb. packages, 16%c.; in 
50-lb. packages, 13%c.; in 100-Ib. 
packages, 12'4c. In dry form, in 
1-lb. packages, 24 to the case, 33c. 
per Ib.; in 5-lb. packages, 12 to the 
case, 29c.; in 10-lb. packages, 6 to the 
case, 28c.; in 100-lb. packages, 23c. 

Pyrox.—1l-lb. jars, 24 to the crate, 
$7.22 a crate; in 5-lb. jars, 12 to the 
erate, $15 a crate; in 10-lb. jars, 6 to 
the crate, $14.15 a crate; in 25-lb. 
jars, 4 to the crate, $21 a crate; in 
50-lb. packages, $9.75; in 100-Ib 
packages, , $15.75; in 300-lb. lots, $45 
If ordered in %-ton lots a discount 
of Yc. a pound is allowed; %c. in 
ton lots; and lc. in 2%-ton lots. 

Lanterns.—All kinds and makes of lan- 
terns are selling well. The downward 
adjustment of prices a month or so ago 
appears to have greatly stimulated re- 
tail buying. 

We quote from Boston jobbers’ 
stocks: 

Lanterns. — Supreme line, Hot 

Blast, No. 210, $7.75 a dozen; long 
globe cold blast No. 240, $12.75, No. 
130, midget, $17: short globe cold 
blast, No. 160, $12.75; electric, No. 
100, $31.25. 
Malleables.—Since the advance of 1 
cent a pound in malleable earlier in the 
month, inquiry appears to have been 
on the mend. Business is a long way 
from brisk, yet it is decidedly better 
than noted in February. 

We quote from Boston jobbers’ 
stocks: 

Malleables.—Plain, except stake 
irons, 18c. per Ib.; stake irons, 16c.; 
threaded 27c. and 35c. Discount to the 
trade, lic. off. 

Nails.—Although the American Steel 
& Wire Co. has advanced prices on 
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wire nails $2 per 100 lb., a majority of 
the jobbing trade have not changed 
their prices. There are, however, some 
jobbers who have advanced from $3.90 
to $4 per keg base. Cut nails, on the 
other hand, have undergone a general 
advance, and cement coated nails, 
which are exceptionally scarce, are 
higher. The general nail situation, in- 
stead of easing, is growing tighter al: 
the time. 
We 

stocks: 
Nails.—Wire, $3.90 to $4 per keg, 
base from store; from mill, in less 
than carload lots, $3.25 per keg base, 
and in carload lots, $3 per keg base, 
f.o.b. Pittsburgh; cut nails, $4.55 per 
keg, base, direct shipments, in less 
than carloads, $3.75 per keg mill, in 
carload lots, $3.60, galvanized cut, 
$8.15 from store; cement coated nails, 


> ee 


from mill, in less than carloads $3.75 

per keg base, in carloads, $3.45. 
Pails.—Jobbing quotations on _ Star 
fiber pails have been marked up about 
10 per cent. 


quote from Boston jobbers’ 


Papers.—Bermico paper has been ad- 
vanced $5 a ton, the second advance of 
that proportion within two or three 
weeks. The market on this paper now 
is $90 a ton. 

Roofing Paper.—Bermico paper, $85 
per ton, f.o.b. Boston stock. Tarred 
felt paper, $60 per ton from stock. 
Sheathing paper, direct factory ship- 
ment, $68.50 a ton. 

Poultry Supplies.—Transportation diffi- 
culties are still holding up the move- 
ment of poultry supplies into retail 
hardware dealers’ hands in this terri- 
tory. Retail dealers already are doing 
a very flattering business in this class 
of merchandise. The season having 
just opened, indications point to a 
scarcity of goods in both retail and 
wholesale hands the entire year. 


We quote from Boston jobbers’ 
stocks 

Brooders.—National line, A, 500 
chick capacity, $21.50 each; B, 1000 
chick capacity, $26.50 each. Less 30 
per cent discount to the trade. Blue- 
flame, No. 27, $17.50; No. 28, $20; No. 
29, $22.50 each, list. 

Incubators.—Buckeye line, No. 1, 
$37.50 each, list: No. 2, , $44. 50; No. 3, 
57.75; No. 4, $68; No. $107: No. 14, 
16.50: No. 16, $27.50; ‘No 17, $36.75. 
Discount from stock, 30 per cent. 
From factory, Springfield, Ohio, 
f.o.b., 35 per cent. 

Poultry Netting.—From store, 40 
and 10 per cent off list. From fac- 
tory, 50 and 5 per cent discount, f.o.b. 
Pittsburgh, on any size of netting 
galvanized after weaving. For net- 
ting galvanized before weaving an 
extra 10 per cent is charged. 

Staples.—Galvanized poultry, from 


store, $5.90 per cwt. (in 100-lb. kegs); 
from the factory, in carload lots, 
$4.80 f.o.b. Pittsburgh; in less than 
carloads, $5.05. From store, in 10-Ib. 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, March 31. 
HE week under review has seen no 
important changes of any kind in 
the steel trade, either in prices or in 
operations of plants. The Steel Corpo- 
ration continues to operate its steel 
plants and finishing mills in the Pitts- 
burgh district to about 92 per cent of 
capacity, and reports are that the prod- 
ucts of these mills, no matter of what 
kind, are fully sold up to about July 1 
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cartons, $6.90; 1-lb. papers, $7.90; 
B90: papers, $8.90; 4%4-lb. papers, 
9 

Troughs.—Royal feed, 12-in.; $2.50 
per doz., list; 18-in., $3; 24- -in., $4. 


Discount 33 1-3 per cent. 
Fountains.—Royal galvanized 
drinking, 1-qt., $4 per doz., list; 2- 
qt., $5; 4-qt., $6; Mason jar, galvan- 
ized, $1.25. Charcoal tin, $1.75 per 
doz. 
Rakes.—Those retail dealers _ inter- 
viewed the past week say the general 
public are just beginning the nibble at 
rakes, hoes, etc. The buying season is 
just about a month behind schedule. 
The heavy snows the past winter, mak- 
ing it impossible for ashes and rubbish 
to be carted away in normal fashion, 
left Boston, at least, in a position for 
the retail hardware dealer to have the 
biggest clean-up and paint-up cam- 
paign on record. 


Rivets.—The long anticipated appre- 
ciation in structural rivets and boiler 
quality stock has taken place. Button 
head rivets, heretofore quoted at $4.60 
per keg base, are now $4.85. Boiler 
quality stock is up in proportion. 
Roller Skates.—Jobbers say deliveries 
of roller skate have not improved, which 
accounts for the Boston market being 
bare of goods. Shipments started for 
Boston from a Connecticut point as far 
back as March 2 have not arrived. Al- 
though a real scarcity of skates exists, 
no change in prices is reported. 
We quote from Boston jobbers’ 


stocks 
Skates.—Children’s, 


Roller plain 
bearing, 70c. per pair net; boys’ and 


girls’, plain bearings, $1 per pair net; 

ball bearing, $1.65 per pair net. 
Rope.—Orders for rope are flowing in- 
to this market in a satisfactory man- 
ner. Stocks held by jobbers are only 
fair at best? Manufacturers of rope, it 
is understood, are far behind on de- 
liveries not only here but to the country 
at large. 


We 
stocks: 
Rope.— Manila, 


quote from Boston jobbers’ 


21c. per lb. Sisal 

rope, 17c. per lb. Hay rope, two-ply, 

l6c. per lb. Lath yarn, C133 thread, 

15c. per Ib.; D200 thread, 1lé6c. 
Rules—Two of the largest Connecticut 
makers of boxwood rules have moved 
up prices about 10 per cent, and jobbers’ 
quotations have been revised accord- 
ingly. 


Screens and Screen Doors.—Hope was 
entertained a week ago that the lifting 
of many embargoes dealing with trans- 
portation in the New England territory 
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while on some products they have 
orders booked for delivery as far ahead 
as the third quarter. The independent 
steel mills are about as well fixed, they 
now operating to more than 85 per cent 
of capacity, and are pretty well sold 
up to July 1. A few independent steel 
plants that are known in the trade as 
“premium” sellers have some material 


to sell for fairly quick shipment, and 
these mills are getting from $3 to $5 
per ton premiums over what are re- 
garded as regular prices. 
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would mean a steady flow of screens and 
screen doors into Boston. Nothing of 
the sort has happened. Jobbers are 
having just as much difficulty as ever 
in getting goods to be delivered on or- 
ders placed many weeks ago. 

We quote from Boston jobbers’ 


stocks: 

Screen Cloth.—Black, 12-mesh, 
$2.25 per 100 sq. ft.; 14-mesh, $2.75; 
16-mesh, $3.25. Opal, 12- mesh, $2. 80 
per 100 sq. ft.; 14-mesh, $3.30; 16- 
mesh, $3.80; all from Boston store 
Direct mill shipments, f.o.b. Pitts- 


burgh, black, 12-mesh, $2; 14-mesh, 
2.50; 16- mesh, $3. Opal, 12-mesh, 
2.50; 14-mesh, $3; 16-mesh, $3.55. 


Bronze screen cloth, widths 24-in. to 
48-in., from stock, 7%c. per sq. ft., 
factory, 74%c. An extra charge is 
made on other sizes of bronze cloth. 
Screen ery 241, 2 x x 6, 
x6 =z ; 


, $ 
$08 60. All prices net, from store. A 
10 per cent discount is allowed on 
direct factory shipments. 


Screws.—The market here on hanger 
screws has gone from 30 to 25 per cent 
discount. 


Tacks.—A general upward revision in 
tack prices, amounting to about 1', 
cents per pound, effective April 1, is an- 
nounced by the jobbing trade, it hav- 
ing been so advised by the manufac- 
turers. 


Twine.—Because of the recent uplift 
in the raw product, the market on cot- 
ton twine has advanced about 2 cents 
per pound. Jute twine has appreciated 
that much also. 


We quote from Boston jobbers’ 
stocks: 

Hemp Twine. e% 12, 44c. per Ib.; 
No, 18, 37c.; No. , 36¢.; ; No. 36, 33c. 
No. 48, 32e. 


Cotton Twine.—Marsac, No. 1, 44¢. 
per 1b.; Nashua, No. 2, 42c., in cones, 


39c. per Ib. 
Jute Twine.—2-ply, 29c. per Ib. 
Watches.— As indicated last week, 


there has been a general upward re- 
vision in prices on watches. The higher 
prices, say the manufacturers, are nec- 
essary because of the increased cost of 
labor as well as raw material. Makers 
of cheap watches are still so far be- 
hind on deliveries it looks as though 
it would be months before they catch 
up. 


We quote from Boston jobbers’ 
stocks: 


Watches.—Ingersoll, Yankee, $1.27 
each, net; Eclipse, $1.90; Junior, 
$2.22: Midget, $2.22. Jeweled mod- 


els, Waterbury, gold filled, $5.70; Re- 


liance, $4.40: Leonard, wrist, plain, 
$2.30; Earl, $2.20. New Haven, Min- 
ute Man, 22. 


The only changes in steel prices dur- 
ing the week were on wire nails and 
plates and bars. The American Steel 
& Wire Co., the wire interest of the 
Steel Corporation, advanced the base 
price of wire nails to $2.90, this price 
having been quoted for some time by 
most of the independent mills. The 
Carnegie Steel Co. advanced its mini- 
mum prices on plates and shapes $3 per 
ton, but is so well sold up that it can- 
not make deliveries inside of three 
months or longer. There is no doubt 
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but that a good many steel mills that 
have sold for second quarter delivery 
will not be able to make good, and will 
not be able to ship some of these orders 
before the third quarter. 

Buying by the railroads in the sec- 
ond quarter will not be as active as in 
the first three months. The car shops 
are pretty well filled up for the next 
six months, and the leading railroads 
have their orders in for cars and loco- 
motives, and will be out of the market 
as buyers for this year. The fact that 
the car and locomotive builders are 
sold so far ahead means that they will 
be very heavy users of plates, steel 
bars and small shapes over the rest 
of this year. All this material has been 
contracted for at lower prices than are 
ruling now, and it indicates that any 
lower prices on these materials are not 
likely before the last quarter of the 
year, at least, and they are likely to 
hold over the entire remainder of this 
year. 

Sales of pig iron are showing some 
falling off, but this is not to be won- 
dered at, as buying has been very ac- 
tive for some time, consumers now 
being well covered for some time 
ahead. Sales of basic iron are fairly 
active, this being explained by the fact 
that the steel mills running at such a 
high rate are using enormous quan- 
tities of basic iron, and prices are very 
firm. Ore prices for 1923 have been 
announced, and are 50 cents per ton 
higher than last year. This means an 
increase of at least $1 per ton in mak- 
ing pig iron to furnaces that buy their 
ore in the open market. However, 
practically all the steel mills are now 
self contained, that is, they have their 
own ore mines, and their costs are not 
affected by advances in ore. 

When the figures on pig iron and 
semi-finished steel output in March are 
given out early in April they will show 
the largest output of these two ma- 
terials in any one month for some 
years. 

Pittsburgh, which has been known 
almost from the time it was founded as 
the “steel” city, was never busier at 
any time in its history than it is right 
now. This applies to all forms of in- 
dustry. Building activity is greater 
than ever before, many large and costly 
buildings now being built, while the 
building of homes is going on at a 
heavy rate. Merchants report a heavy 
volume of business, and with the out- 
look that there will be strikes this 
year, Pittsburgh should have a very 
prosperous 1923. 

When labor is well employed it 
spends its earnings freely, and this ac- 
counts largely for the active trade in 
local mercantile lines. The daily papers 
are carrying many advertisements for 
help of all kinds, and this is always a 
sign of great prosperity. Bank ex- 
changes are the largest ever known, 
and are increasing. 

The local conditions outlined above 
should assure to the hardware trade an 
active year, and at this time local job- 
bers and retailers report a satisfac- 
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tory volume of business. Railroads are 
doing better in the matter of freight 
deliveries, and the congestion that ex- 
isted for months, is gradually being 
lifted. This will permit a larger out- 
put in plants that make hardware ar- 
ticles, and will do much to remove the 
danger of shortage in supply on some 
lines of goods handled by the jobber 
and retail hardware dealer. With the 
return of good weather there should 
quickly be a very noticeable increase in 
the volume of business in all lines. 

Price changes in hardware in the past 
week were few and unimportant. Some 
local jobbers have advanced prices on 
wire nails 10 cents per keg, due to the 
advance of the same amount made a 
few days ago by the American Steel & 
Wire Co. For some time jobbers have 
been advising manufacturers against 
further advances in prices, and in most 
cases this advice has been followed, and 
the opinion is now pretty general that 
the peak in prices on staple hardware 
lines has about been reached. There 
may be further advances in cotton and 
copper goods, due to the heavy ad- 
vances in cotton and copper, and on 
which prices may go still higher. On 
hardware goods that are made from 
steel, there will not likely be any con- 
siderable further advance, as_ steel 
prices are believed to have about 
reached their peak. 


Automobile Accessories.—The return 
of good weather has caused a decided 
increase in the demand for accessories, 
which are going out very freely. The 
proposed tax on gasoline in this State, 
if it goes into effect, will not decrease 
the use of cars. Many men that drive 
cars regard it as the only expensive 
habit they have, and they are going to 
stick to it. Prices on accessories are 
very firm. 


We quote from jobbers’ 
f.o.b. Pittsburgh, as follows: 

Millers Falls, No. 145 jacks, 
Reliable jacks, No. 2.33; No. 2 
$3.33, in lots of 12; Derf spark plugs, 
95c. each for all sizes in lots less than 
50: Champion X spark plugs, 45c. 
each for less than 100, and 43c. each 
for over 100; Champion regular, 53c. 


stocks, 


$4.75; 


Axes.—The new demand is only fair 
and for small lots. There are no price 


changes. 
We quote from jobbers’ stocks, 
f.o.b. Pittsburgh, as follows: 
First grade, single bitted axes, 


handled, $19 per doz.; unhandled, $15 
per doz.; double bitted axes, handled, 
$24 per doz.; unhandled, $20 per doz.; 
second grade axes, single bitted, 
handled, $17.50 per doz.; unhandled, 
$14.50 per doz.; double _ bitted, 
handled, $21 per doz.; unhandled, $18 
per doz. 
Bolts and Nuts.—Prices are very firm, 
and new demand is good, considering 
the fact the railroads and other large 
users are covered for some time ahead 
by contracts at lower prices than are 
now ruling. Track bolts are firmer, and 
have gone up about $3 per ton. Rivets 
are also very firm, and consumers are 
buying freely at regular prices. The 
car shops have been heavy buyers of 
rivets over all of this year. It is inti- 
mated prices on rivets may be ad- 
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vanced before long. Discounts to the 
large trade are now as follows: 


Bolts and Nuts.—Machine bolts, 
small, rolled threads, 50 and 10 per 
cent off list; machine bolts, small, 
cut threads, 50 per cent off list; ma- 
chine bolts, larger and longer, 50 pei 
cent off list. 

Carriage bolts, % x 6 in.: Smallér 
and shorter, rolled threads, 45 and 10 
per cent off list; cut threads, 45 per 
cent off list; longer and larger sizes, 


45 per cent off list. 

Lag bolts, 45 per cent off list. 

Plow bolts, Nos. 1, 2 and 3 heads, 
50 and 10 per cent off list; other style 
heads, 20 per cent extra. 

Machine bolts, c.p.c. and t. nuts, 

x 4 in.: Smatler and shorter, 40 
and 5 per cent off list; larger and 
longer sizes, 40 and 5 per cent off list. 

Hot pressed square or hex. blank 
nuts, $3.25 off list; hot pressed nuts, 
tapped, $3 off list; c.p.c. and t. sq. 
or hex. nuts, blank, $3.25 off list; 
c.p.c. and t. sq. or hex. nuts, tapped, 
$3 off list. Semi-finished hex. nuts: 
ys in. and smaller, U. S. S., 75, 10 and 
5 per cent off list; % in. and larger, 
U. S. S., 70, 10 and 2% per cent off 
list; small sizes, S. A. E., 80 and 5 
per cent off list; S. A. E., % in. and 
larger, 75 and 5 per cent off list. 

Stove bolts in packages, 80 and 5 
per cent off list; stove bolts in bulk, 
80, 5 and 2% per cent off list; tire 
bolts, 50, 10 and 10 per cent off list. 

Cap and Set Screws.—Milled square 
and hex. head cap screws, 75 per cent 
off list; milled set screws, 75 per cent 
off list; upset cap screws, 75 and 10 
per cent off list; upset set screws, 80 
per cent off list. 

Rivets.—Large structural and ship 
rivets, base, per 100 Ib., $3.25; large 
boiler rivets, base, per 100 Ib., $3.35; 
small rivets, 60 and 5 per cent off list. 


Builders’ Hardware.—The demand has 
been very active all this year, and will 
likely continue so for a long time. 
Building operations in the Pittsburgh 
district are heavy, and the demand for 
all materials that go into new buildings 
is very active. There have been no 
changes here in prices of builders’ 
hardware for some time, and none is 
expected in the near future. 

Cotton Goods.—There have been ad- 
vances on cotton clothes lines and 
twine, and the whole market is very 
strong. 










demand is 
prices 
that 


Clipping Machines.—The 
heavier than some time ago, 
being firm, with an intimation 
they may be higher before long. 
We quote from jobbers’ 
f.o.b. Pittsburgh, as follows: ; 
Stewart No. 1 ball bearing clipping 
machines, $10.75; No. 360 top plate, $1; 
No, 361 bottom plate, $1.50; dealer's 
discount 25 per cent. f 
Stewart electric clipping machine, 
all standard voltages: hanging type, 
$80, f.0.b. Chicago; pedestal type, $85, 
f.o.b. Chicago; dealer’s discount 25 
per cent. 
Chain.—The demand for all grades of 
chain is heavy, and with the much 
higher prices ruling for rods, it is stated 
there may be higher prices on chain in 
the near future. The market is very 
strong. Prices in large lots are ruling 


as follows: 


stocks, 


bd 


Aad ad ae 





16 4 14 8 
PUNE. -cccécas $10.50 $9.50 $8.25 $7.00 
BB... ..-11.50 10.50 9.25 8.00 
BBB .. ¥ 9.75 8.50 
tn” 1h” 
Ne ceeseee $7.25 $7.00 
Re 8.25 8.00 
BP eckvores , 8.75 8.50 
j 48 lye” 1%” 
% y 1” 14,” 
Proof ....... $6.75 $6.50 $6.25 $6.25 
| ae 7.75 7.50 7.25 7.25 
ee 8.256 8.00 7.75 7.75 
Extras: To be added to the price 

for size and quality desired. 

Exact sizes: fs-in. 2.25, %-in. 
$1.25, fr-in. $1, %-in. T5e., fe-in. T5e. 
per 100 lb. Twist link, #,-in. to ™%-in. 


















iii nubs ale 



















































































126 


inclusive, 75c. per 100 lb. Bright coil 
chain, 50c. per 100 Ib. 
Ice Cream Freezers.—Jobbers and re- 
tailers are having a good demand for 
freezers, both for prompt and future 
delivery. Prices are ruling firm. Job- 
bers are quoting as follows: 
ere Lighting,” 1-qt., $2.09; 
2-qt., $2.48; 3-qt., $3.39; 4-qt., $3.60; 
6-qt., $4.50; 8- ~qt., $5.85. Blizzard 
freezers are quoted as follows: 1-qt., 
$1.94; 2-qt., $2.80; 3-qt., $2.93; 4-qt., 
$3.60; 6-qt., $4.16; 8-qt., $5.42 each. 
These prices are guaranteed against 
decline up to July 1 next. 
Incubators and Brooders.—Demand so 
far this year has been much heavier 
than last year, and is still quite active. 
Prices are firm. Jobbers’ discount on 
small lots from stock remains at 30 per 
cent off list. 
Iron and Steel Bars.—The Carnegie 
Steel Co. has advanced its price on soft 
steel bars $2 per ton, and is now quot- 
ing 2.35 cents minimum on large lots, 
f.o.b. at mill. Some makers are getting 
as high as 2.60 cents at mill when they 
can ship out fairly promptly. It is 
believed that warehouse prices on both 
iron and steel bars may go up in the 
rear future. Local warehouses and 
jobbers are quoting for delivery from 
stock on small orders about as follows: 

Three cents for steel bars, 3.10c. for 
structural shapes, 3.80c. for steel 
hoops and 4c. for steel bands. The 
market is very firm at these prices. 
Common iron bars hg ave been ad- 
vanced to the basis of 2.50c. at mill 
for large lots. 

Lanterns.—The demand is slowing down 
some, due partly to the longer days. 
Prices are ruling firm. 

Local jobbers carrying the Embury 
lanterns are quoting to the retail 
trade as follows: No. 210, $7.35 per 
doz.; No. 211, $9.30; No. 240, $11.65; 
160, $11.65; No. 162, $12.80; No. 

, $7.95; No. 156, $16.50 per doz. 
afi Mowers.—Makers are being over- 
whelmed with orders for mowers, and 
this season in point of demand prom- 
ises to be away ahead of last year. 
Prices remain firm. 

Local jobbers are quoting ball bear- 
ing mowers: 14-in. at $7.50 to $11 
each; 16-in., $8 to $14; and 18-in. 
$8.50 to $15, prices depending entirely 
on the quality. 

Paints and Supplies.—Prices on all 
kinds of paints and supplies are very 
a —— oil has advanced 3 cents 
per , while turpentine has declined 
4 — per gal. Local dealers say they 
are having a fine season in demand for 
paints, and this is certain to be a good 
year, likely very much ahead of last 
year . 

Jobbers quote from stocks about as 
follows: 

Linseed Oil.—Raw, bbl. lots, $1.15 
per gal.; 5-bbl. lots, $1.10 per gal 

Linseed Oil.—Boiled, bbl. lots, $1.12 
per gal.; 5-bbl. lots, $1.10 per gal. 

Turpentine.—In bbl., $1.64 per gal. 

—— Alcohol.—In bbl., 46c. 
per gal, 

White Lead.—100-lb. kegs, 14%c. 
per Ib.; 50-Ib. kegs, 14%c. per Ib.; 25- 

Ib. kegs, 14% c. per Ib.; 121%4-lb. kegs, 
15e. per Ib. 

Dry Paste.—In bbl., 6%c. per Ib 

Shellac (4-Ib. goods).— White, $4.25 
per gal.; orange, $4 per gal. 

English Venetian Red.—In_ bbl., 
$3.50 to $6.75 per 100 Ib. 

Mixed Paints.—In colors, $2.85 per 
sal; white, $3.15 per gal. 

Putty is 6c. per Ib. in 100-lb. lots, 
6%c. in 25-Ib. lots and 6%c. in 121%4-Ib. 
lots. 

Poultry Netting. —While the demand 
this year is taxing the full capacity of 
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the makers to turn it out as fast as 
wanted, they very firmly believe they 
will be able to meet the extraordinary 
demand, and that there will not be any 
shortage in supply. Prices are firm, 
but are not expected to be any higher. 
Local jobbers are quoting galvanized, 
after weaving, 50 per cent off list; gal- 
vanized, before weaving, 50 and 10 per 
cent off list. List per bale of 150 ft. is 
as follows: 

Two-inch, 20 galvanized —12-in., 
$2.14; 18-in., $3.08; 24-in., $3.92; 30- 
in., $4.68; 36-in., $5.35: 48-in., $7.13; 
60-in., $8.91; 72-in., $10.69. One-inch 
20 galvanized —12-in., $4.95; 18-in., 
$7.12; 24-in., $9.08; 30-in., $10.83; 
36-in., $12.38; 48-in., $16. 50; 60-in., 
$20.63; 72-in., $24.75. All the above 

. prices are strictly f.o.b. Pittsburgh. 
Sash Cord.—The new demand continues 
very heavy, and makers say they may 
be forced to advance prices soon, as 
cotton is steadily going up. 
Sheets.—There is no falling off in the 
demand - for sheets, which is away 
heyond the capacity of the mills to 
supply as promptly as wanted. The 
American Sheet & Tin Plate Co., the 
leading maker of sheets, is sold up to 
July 1, and deliveries on some of its 
contracts may run into third quarter. 
The independent mills are also well sold 
up and are running their sheet miils 
to about 90 per cent of capacity. Some 
mil's are quoting black sheets at 4c. 
minimum, galvanized at 5.25 cents, and 
blue annealed at 2.90 cents to 3 cents 
at mill, in large lots. Jobbers have 
lately marked up prices on small lots 
of sheets from $2 to $3 per ton. The 
demand for auto body sheets is the 
heaviest ever known, and will likely 
continue so over the remainder of this 
year. 

Tin Plate—This will be a big year in 
the tin plate trade, likely the biggest 
ever known. All the tin plate mills are 
sold up for the second quarter, and wili 
not take orders for third quarter, as 
they believe that prices for that deliv- 
ery may be higher, owing to increased 
costs of steel and labor. There is a 
shortage in the supply of sheet bars 
and labor, and this is keeping down 
output of tin plate to some extent, The 
regular price of tin plate in large lots 
at mill is $4.95 to $5.50 per base box, 
but some independent mills have lately 
quoted as high as $6 per base box at 
mill. 


Steel Pipe.—The Wheeling Steel Corpo- 
ration, Wheeling, W. Va., has just put 
out a new card on steel pipe, advancing 
its prices $6 per ton on all sizes of both 
butt and lap weld. As yet none of the 
other mills has made this advance, but 
some may do so in the near future. 
Mills that make steel pipe are sold up 
for some months ahead, and this is also 
true of makers of iron pipe. Jobbers 
are finding it difficult to keep their 
stocks complete. Local jobbers are 
quoting to the small trade from stock 
about as follows: 


Black Galv, Black Galv. 
wm... . $3.27 99 $8.93 
%. 15 12.08 
SR.. 3.15 $4.86 14.44 
4%, 3.98 6.24 19.43 
%. 4.86 6.31 





as Ye... 24.05 
Above prices per 100 m., fab 
Pittsburgh. 
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Approximate contents of a bundle 
in _ are as follows: \%-in., 500 ft.; 

% 450 ft.; %-in., 345 ft.; %-in., 

Sho te; yim, 120 805) Tein, 168 fe: 
1%- & 44 60 ft.; 1%-in., 60 ft. 

Stove Pipe and Elbows.—Makers report 
the demand as very heavy, and several 
makers have withdrawn prices, the 
chances being that the market wil! be 
higher in the near future, owing to the 
heavy advances in prices of black 
sheets. 

Jobbers are quoting to the small 
trade for delivery for next fall as 
follows: 3-in. 29 gage, $2. per crate; 
4-in. 29 gage, $2.86; 5-i 28 gage, 
$3.13; 6-in. 28 gage, $3. 46, “and 7-in.. 
28 gage, $4.06 per crate. These prices 
are all f.o.b. Pittsburgh. 

Wire Cloth.—Makers are now confident 
there will not be a shortage in supply 
of wire cloth this spring. Deliveries 
by the railroads are better, but the chief 
trouble is the shortage in steel and 
labor which is keeping down output of 
wire cloth to some extent. However, 
the makers are running their plants 
night and day, and are getting out 
every square foot of cloth that it is 
possible for them to make. Prices are 
very firm. 

Jobbers are quoting to the retail 
trade as follows: 12-mesh, painted 
black, 24-in. to 48-in., $1.85 per 100 
sq. ft.; 12-mesh, painted black, 18, 20 
and 22-in., $1.95; 12-mesh, galvanized, 
24-in. to 36-in., $2.20 per 100 sq. ft.; 
14-mesh, golden bronze, in 50-ft. rolls, 
24-in. to 36-in., $6.75 per 100 sq. ft. 
14-mesh, golden bronze. in 100-ft 
rolls, 24-in. to 36-in., $6.65 per 100 
sq. ft. These prices are all f.o.b. 
Pittsburgh, no freight allowance. 

Wire Products.—Late last week the 
American Steel & Wire Co. announced 
an advance of $2 per ton in wire nails, 
or 10 cents per keg, and also made some 
advances on some grades of wire. This 
concern is now quoting wire products 
in large lots to the jobbing trade as 
follows: Wire nails, $2.90 base per 
keg; galvanized barb wire, $3.70 per 
100 lb., an advance of $5 per ton; 
painted barbed wire, also polished 
staples, $3.35 per 100 lb., an advance 
of $3 per ton; galvanized staples, $3.80 
per keg, an advance of $7 per ton; 
coated nails, $2.60 per count keg, up 
$6 per ton, and woven wire fence, 65 
per cent off list to dealers, an advance 
of about $3 per ton. These prices are 
all for carload or larger lots, and are 
about the same prices that have been 
quoted by the independent mills for 
some time past. Some local jobbers 
are now quoting wire nails 10 cents per 
keg higher for small lots from stock, 
and have also advanced prices on woven 
wire fence, and on a few other wire 
products. Local johbers are quoting 
for small lots from store and warehouse 
about as follows: 

Wire nails, $3.20 to $3.25 base per 
keg; galvanized, 1 in. and longer. 
including large head barbed roofing 
nails, taking an advance over the 
price of $1.50, and shorter than 1 in., 
$2; bright Bessemer and basic wire. 
$3.10 per 100 Ib.; annealed fence wire, 
Nos. 6 to 9, $3.10; galvanized wire, 
$3.75; galvanized barbed wire, $3.80 
polished fence staples, $3.75; painted 
barbed wire, $3.60; polished fence 
staples, $3.45: cement coated nails, 
per count keg, $3.00 to. $3.10, these 
prices being subject to the usual ad- 
vance for the smaller trade, all f.o.b 
Pittsburgh, freight added to point of 
delivery, terms 60 days net less 2 per 
cent off for cash in 10 days. Dis- 
counts to jobbers on woven wiré 
fencing are 65 per cent off list. 
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Office of HARDWARE AGE, 
538 Guardian Building, 
Cleveland, Ohio, March 31. 


USINESS with retail hardware 

dealers showed an improvement in 
March over February and the trade 
looks for a heavy volume of spring 
business as soon as the weather warms 
up. Sales of seasonal and staple mer- 
chandise by jobbers are heavy. Many 
retailers, who postponed buying spring 
merchandise until near the time it was 
wanted, are now placing orders and 
may not get deliveries on some lines as 
quickly as needed. Jobbers’ stocks axe 
low and shipments by manufacturcrs 
are slow on such items as lawn mow- 
ers, steel goods, shovels and spades. 
The demand for builders’ hardware 
continues heavy but the supply shows 
some improvement. 

Price advances have not been numer- 
ous the past week. Nails and staples 
and barbed wire have again gone up. 
these. being the most important ad- 
vances. Prices on one line of lanterns 
and gas lamps and lanterns have also 
been announced for the coming fall, be- 
ing the same as for last year. New 
prices have also come out for game 
traps which are 10 per cent higher than 
last year, 


Automobile Tires and Accessories.— 
The price advance of approximately 10 
per cent on tires, noted in our last re- 
port, has been placed in effect by prac- 
tically all manufacturers. Sales by 
jobbers are fairly heavy and tire manu- 
facturers are operating their plants at 
maximum capacity. Accessories are 
moving in fair volume and prices are 
unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $4.75; Reliable jacks, No. 1, 
$2.33; No. 2, $3.33, in lots of 12; Derf 
spark plugs, 96c. each for all sizes in 
lots less than 50; Champion X spark 
plugs, 45c. each for Jess than 100 and 
43c. each for over 100; Champion 
regular, 58c, each for less than_100, 
all sizes; 50c. each for over 100; Reli- 
able Jacks No. 00, $1.00; No. 1, $1.25; 
Nos. 2 and 3, $1.75. 

Axes.—Jobbers have placed in effect 
the price advance recently announced 
by manufacturers and sales for fall 
shipment are starting out well. 


Jobbers quote f.o.b. Cleveland as 
follows: First grade single bitted 
axes handled, $19 per doz.; unhandled, 
$14.50 per doz.; double bitted, han- 
dled, $24.50 per doz.; unhandled, $20 
per doz. 

Barbed Wire.— Another price  ad- 
vance of from 10 to 35 cents per spool 
of 100 Ib, has been made on barbed wire. 
Deliveries by manufacturers are so 
slow that some jobbers are taking no 
orders for mill shipment. 

Cleveland jobbers quote for stock 
shipment: Galvanized barbed wire, 
$4.25 per 100 lb.; 4 point Lyman cat- 
tle wire 80 rod spools, $3.50; Lyman 
hog wire 80 rod spools, $3.80; light 
special hog wire, 70 per spool and 
light special cattle wire, $2.55 per 
spool. 

Bicycles.—Sales of bicycles for early 
spring shipment are picking up. Job- 
bers have good stocks. 


Binder Twine.—This is still moving 
well for early summer shipment. Prices 
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are unchanged and jobbers’ stocks are 
good. 

Jobbers quote for mill shipment: 
Standard binder twine, $5.25 per bale; 
white sisal, $5.25 per bale; manila, 
550 ft., $5.75; manila, 600 ft., $6.25 
manila, 650 ft., $6.75. A discount of 
%c. per lb. for 10,000 Ib. lots and 
4c, per lb. for full car lots f.o.b. 
factory, is allowed. Warehouse 
prices are 12%c. per bale higher. 
Terms are 5 per cent cash June 1, 
net Sept. 1 


Bolts and Nuts.—Although manufac- 
turers have advanced prices for the 
second quarter, jobbers have good 
stocks purchased at old prices and do 
not indicate that they intend to mark 
up prices. 

Jobbers quote f.o.b. Cleveland: 
Large and small machine bolts, cut 
thread, 50 and 5 per cent off list: 
carriage bolts, large and small cut 
thread, 45 and 5 per cent off list; 
stove bolts, 75 per cent off list; hot 
pressed nuts, $3.25 off list. 

Clipping Machines.— Toilet clippers 
are in heavy demand and power ma- 
chines for use in dairies are moving 
well, Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Cleveland: Stewart No. 1 ball 
bearing clipping machine, $10.75; No. 
360 top plate, $1; No. 361 bottom 
plate, $1.50; dealers’ discount 25 per 
cent. Stewart electric clipping ma- 
chine of standard voltages, hanging 
type, $80; pedestal type, 85. 

Cider and Wine Presses.—Jobbers re- 
port good sales of both items for ship- 
ment up to August. 


Eaves Trough and Conductor Pipe.— 
Prices have been advanced on galvan- 
ized eaves trough and conductor pipe. 
The demand is fair, 

Cleveland jobbers quote as follows 
for 500 ft. and over, delivery in cen- 
tral territory: Galvanized conductor 
pipe, 66 per cent off list; galvanized 
eave trough, 74% per cent off list; 
ridge roll, 74% per cent off list. 
Round and corrugated conductor fit- 
tings are 65 per cent off list, f.o.b. 
Cleveland or factory, and square cor- 
rugated fittings, 50 per cent off list. 


Fence.—The demand is active and 
some jobbers are not taking orders be- 
cause of poor deliveries by mills. 





Game Traps.—New prices for game 
traps have been announced for fall de- 
livery, these being about 10 per cent 
higher than those that prevailed a year 
ago. 


Cleveland jobbers quote as follows: 
Victor traps, No , $1.65 per doz.; 
No. 1, $2 per doz.; ; No. 1%, $3.05 per 
doz.; No. 2, $3.95 per doz.: No. 91 
double jaw trap, $3.05 per doz, Oneida 
game traps, No. 0, $2.07 per doz.; 
No. 1, $2.38 per doz.; No. 1%, $3.48 
per doz.; No. 2, $5.37 per doz. 


Galvanized Ware.—Stocks are good 
and the demand is fair. Prices are un- 
changed, 


Jobbers quote f.o.b. Oleveland: 
Galvanized tubs with wringer attach- 
ment No. 1, $6.75 to $7 per doz.: 
No. 2, $7.50 to $7.75 per doz.; No. 3, 
$8.65 to $9 per doz.; heavy tubs, No. 
1, $13.75 per doz.; No. 2, $15.50 per 
doz.; No. 3, $17.25 per doz.; pails, 10- 
qt., $2.25 per doz.; 12-qt., $2.50 per 
doz.; 14-qt., $2.75 per doz.; 16-qt., 
$3.25 per doz. 


Garden Tools.—The demand has been 
stimulated by late buying for early 
shipment. Shipments by manufac- 
turers are rather slow and some of the 
late buyers may not get goods as soon 
as wanted. 
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Gasoline Lamps and Lanterns.—Prices 
on these have been announced for next 
fall delivery, being the same as those 
that prevailed a year ago. 

Cleveland jobbers quote Coleman 
Lanterns as follows: CQ-329, $6.25 per 
doz.; CQ-318, $7 per doz.; CQ-324, $7 
per doz.; L)-327 lanterns, $5.25 per 
doz. 

Guns and Ammunition. — Orders for 
guns and ammunition are coming out 
in good volume for fall shipment. A 
price advance of approximately $5 each 
has been made on the Parker make 
Trojan grade, double barrel shot guns, 
which are now quoted to dealers at 


$47.30 each. 

Handles.—These are moving in fair 
volume and stocks are still adequate. 
Prices are unchanged. 

Jobbers quote f.o.b Cleveland 
Hickory axe handles, single and 
double bitted, $4 per doz.; XX grade, 
$3.50 per doz.; X grade, $2.75 per 
doz.; No. 1 pick handles, $3.25 per 
doz.; best grade, $4.75 per doz.; 
American Fork & Hoe Co.’s wood D 
shovel, spade and screw handles, X 
grade, $4.60 per doz.; malleable ID 
vrade manure fork and spading fork 
handles, $3.75 per doz.; X grade long 
shovel spading handles, $3.10 per 
doz.; hay and manure fork handles, 

X grade, 4 ft., $2.25 per doz.; 4% ft., 

$2.50 per doz.; XX grade, 4 ft., $3 per 

doz., 4% ft., $3.35 per doz. 
Incubators and _ Brooders. — Brooders 
are in heavy demand and incubators are 
still moving fairly well, although it is 
getting a little late in the season for 
these. Deliveries, which have been 
rather slow, have improved. 

Cleveland jobbers quote Standard 
Automatic incubators as_ follows: 
125-egg, $39.50; 250-eee2, $57.75; 500- 
egg, $98; 1000-ege, $197.50. Brooder 
stoves, 500 chicks, $21.50; 1000 chicks, 
$26.50. 

Lawn Mowers.—The supply of lawn 
mowers is getting very scarce. There 
is a moderate volume of late buying 
but jobbers’ stocks have become short 
and deliveries are likely to be rather 
slow. 

Nails and Wire.—Owing to the slow 
shipments by,manufacturers, some job- 
bers are taking orders only for ship- 
ment from stock and are limiting pur- 
chases by retailers. A further ad- 
vance of 10 cents per keg has been made 
on nails and larger advances have been 
made on staples and tement coated 
nails. 

Cleveland jobbers quote as follows: 
Nails, less than carload lots, stock 
shipments, $3.25 per keg.; No. 9, gal- 
vanized wire, $3.70 per 100 Ib.; No. 

9 annealed wire, $3.25 per 100 Ib., and 

cement coated nails, $3 per 100 Ib. 

Polished staples, $3.80 per 100 Ib.; 

galvanized staples, $4.25 per 100 Ib. 
Paint and Varnish Brushes.—A lead- 
ing manufacturer has made a 10 per 
cent price advance on paint and varnish 
brushes. The demand is active. 
Poultry Netting and Wire Cloth. — 
Sales of poultry netting have been 
heavy and the supply has become very 
scarce. Early orders for wire cloth 
have been good and stocks at present 
are fair. Prices are unchanged. 

Cleveland jobbers quote: Painted 
wire cloth, 12 mesh, $1.95 per 100 
sq. ft.; 14 mesh, $2.45 per 100 sq, ft.; 
white metal or galvanized, 12 mesh, 
$2.50 per 100 sq. ft.; 14 mesh, $2.80 
per 100 sq. ft.; bronze, $7.10 to $7.25 
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per 100 sq. ft.; poultry netting, gal- 
vanized after weaving, 50 and 5 per 
cent off list; galvanized before weav- 
ing 30, 10 and 6 off list. 
Lanterns. — Lantern prices for the 
coming season have been announced by 
a leading manufacturer, these being 
the same <s last year, except on one 
item. Jobbers are taking orders for 
shipment in October. 
Oil Stoves. —The Cleveland Metal 
Products Company, Cleveland, Ohio, 
April 1, advanced oil stoves 10 per cent. 
Other makers are expected to make sim- 
ilar advances. 
Rope.—The demand has slackened, as 
the heavy buying seems to be well over. 
Prices are unchanged. 

Cleveland jobbers quote the best 
grades of manila rope 19%c. per Ib. 
for mill shipments; 2044c. per lb. for 
stock shipments; second grade 18\c. 
per Ib. for mill shipments; sisal rope, 
best garde, 15%c. per lb. for mill 
shipments and 16c. for stock ship- 
ments. 


Office of HARDWARE AGE, 
3725 Colfax Ave. So., 
Minneapolis, Minn., March 31. 
ALES of hardware, both in a jobbing 
and retail way, are increasing very 
rapidly, and a very substantial volume 
of business is now being done. This is 
expected to show a further gain as scon 
as warmer weather prevails. 
Manufacturing conditions continue 
to improve steadily and more skilled 
labor is finding steady employment. 
Prices have been more stable during 
the past week and very few changes 
of any importance have been made, 
Collections do not seem to get any 
easier and a great deal of difficulty is 
found in getting delinquent accounts 
settled up. 


Builders’ Hardware.—Sales are grow- 
ing rapidly and an unusually good vol- 
ume of business is being done for a 
time so early in the building season. 
Many price advances have been made 
during the past few months. It is diffi- 
cult, jobbers say, to obtain sufficient 
stocks to meet demands. 

demand continues in fair 
Prices are unchanged. 


quote 


Axes.—The 
volume. 
We 


from jobbers’ stocks, 


f.o.b. Twin Cities: Medium grade, 

single bit, base weights, $13.80 per 

doz.; double bit, $18.30 per doz. 
Brads.—There is a good demand, espe- 
cially from the sash and door trade. 
There is some difficulty in obtaining 
stocks. Prices are firm. 


We quote from 
Twin Cities: 
boxes, 70-10-5 


stocks, 
brads in 
cent from 


jobbers’ 
Wire 
per 


Bolts.—Sales continue in heavy volume, 
largely because of greatly improved 
manufacturing conditions. 


We quote from jobbers’ 
f.o.b. Twin Cities: Both smail and 
large carriage bolts, 40-5 per cent; 
small and large machine bolts, 40-10 
per cent; stove bolts, 70 per cent; lag 
screws, 50 per cent. 


stocks, 


Churns.—As the spring season opens 
there is a better demand reported. Job- 
bers’ stocks are ample. 
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Steel Sheets.— Mill prices for steel 
show an upward tendency, but jobbers’ 
prices are unchanged. 


Cleveland jobbers quote sheets at 
$4.60 for No. 28 biack, $5.75 for No. 
28 galvanized and $3.91 for No. 10 
blue annealed. 


Screws.—These are moving in fair 
volume at the recent price advance. 
Jobbers quote wood screws as fol- 
lows, f.o.b. Cleveland: flat head, 
bright, 75, 5, 5 and 5 per cent off list; 
round head, blued, 75, 5, 5 and 5 per 
cent off list; round head, nickeled, 
.65, 5 5 and 5 per cent off list; and 
reund head, brass, 70, 5, 5 and 5 per 
cent off list. . 
Shovels and Spades.—Some kinds of 
shovels have become very scarce, par- 
ticularly long-handled round-pointed 
shovels, Spade deliveries are also 
rather slow 
Steel Bars.—The price tendency is 
upward, but jobbers have made no re- 
cent advances. 


TWIN CITIES 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns, 
40-5 per cent from lists. 

Eaves Trough, Conductor Pipe and El- 
bows.—The demand for this line con- 
tinues to improve rapidly as the spring 
season gets under way. Most of the 
demand at present is for repair work. 
Prices are firm. 

We quote 
f.o.b. Twin Cities: 
gage, lap joint, S. B. 5 in., $5 per 100 
ft.; 28 gage, 3 in., conductor pipe, 
$4.75 per 100 ft.; 3 in. conductor el- 
bows, $1.55 per doz. 

Yiles—The improvement in manufac- 
turing and building conditions has 
caused a substantial increase in the de- 
mand for files. Stocks are fair. Prices 
remain firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade files, 
50-10 per cent; second grade files, 60-5 
per cent. 

Garden Tools.—Jobbers report a good 
volume of business. Shipments to re- 
tailers are in progress. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Medium Grade No. 
2 shovels, $11 per doz.; Good grade 
No. 2, $13.50 per doz.; Garden spades, 
$11 to $13.50, according to grade. 
Garden Rakes, bow end, 14 tooth, 
$10.50; 16 tooth, $11.35. Wire lawn 
rakes, 20%4-in wide, $5.75 per doz. 


Hose.—Jobbers report that they are 
now making shipments of orders taken 
during the fall and winter, as well as 
receiving a substantial volume of new 
business. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Moulded hose 
(non-kinkable), %-in., Se. per ft.; 
5-in., 14%c. per ft.; %-in. five ply 
wrapped hose, llc. per ft.; %-in. com- 
petition hose, 9%c. per ft. The above 
prices in full lengths. Cut lengths 
le. higher. 


Lawn Mowers.—Shipments of orders 
received earlier are now being made by 
the jobber. No retail trading is ex- 
pected for several weeks. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade lawn 
mowers, 30 to 35 per cent from stand- 
ard lists; medium grade ball bearing 
mower, $8.35 to $9.50 each. 


Lanterns.—There is still a fairly good 
demand, although it is not as heavy as 


from jobbers’ stocks, 
Ikaves trough, 28 
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Cleveland jobbers quote steel bars 
$3.21. 


at 


Sash Weights.—These are moving in 
rather heavy volume at the recent price 
advance. 

Cleveland Jobbers quote sash 
weights at $50 per ton for mill ship- 
ment and $55 per ton for stock ship- 
ment. 

Valves and Fttings—The market is 
very firm, with prices unchanged since 
the advance noted in our last report. 
Stocks are fair. 

Cleveland jobbers quote malleable 
fittings at list plus 5 per cent, cast 
iron fittings at 25 and 5 per cent off 
list and standard globe and brass 
valves at 33 1-3 per cent off list. 

Washing Machines.— Jobbers report 
a very good volume of business in elec- 
tric washing machines. Stocks are 
good, so that early shipments can be 


made. 


during the winter months. Prices re- 
main unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz lanterns, 
long or short globe, $13.50 per doz.; 
“mbury lanterns, No. 210, $7.75 per 
doz.; No. 240, $12.75 per doz.; No. 
130 Midget vehicle lanterns, $17 per 
doz. 


Milk Cans.—Improvement is reported 
by jobbers, as the amount of milk pro- 
duced on the farms increases at this 
season of the year. Prices remain firm. 


Nails.—The demand for nails is very 
heavy and as far as the retailer and the 
jobber are concerned is a very serious 
proposition. Retailers should not place 
too many orders, jobbers say, as this 
tends to make the demand fictitious. 
Prices are very firm. 

We quote from_ jobbers’ stocks, 
f.o.b. Twin Cities: Smooth wire nails, 
$3.85 per keg base; cement coated 
nails, $3.10 per keg base. 

Paints.—There is a good demand for 
paints and varnishes for interior use 
at this time, and as soon as weather 
conditions permit a good demand for 
outside paints is expected. Prices re- 
main firm. 

We quote from 
f.o.b. Twin Cities: 
paints, $2.80 per gal.; 
house paints, $2.10 per gal. 
lead, $12.93 per cwt. 

Paper.—There is a very good demand 
for tarred felt and building papers. 
Stocks at present are in good condi- 
tion. Prices are steady. 

We quote from jobbers’ stocks 
f.o.b. Twin Cities: No. 2 tarred felt, 
$2.25 per ewt.: red rosin sheathing 
paper, $3.50 per cwt. 

Poultry Netting.—Jobbers report some 
business, although the bulk of their 
orders were received during the fall. 

° . ° . . — 

Retail business is beginning to develop 
as spring weather gets under way. 
Prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard hexagon 
poultry netting, 50 per cent from lists. 

Sash Cord.—Sales are now beginning to 
reach a substantial volume. Prices re- 
main unchanged. 


jobbers’ stocks, 
First grade house 
second grade 
White 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 8 
sash cord, 77c. per Ilb.; ordinary 
grades solid cotton sash cord, 5lc. 

Sash Weights.—There continues to be 
a fair demand. No heavy demand is 
expected until later in the season. 
Price conditions are firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sash weights, $2.25 
per cwt. 

Screen Doors and Window Screens.— 
The demand is improving rapidly. 
There is, however, practically no retail 
business as yet. 

We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Screen doors, com- 
mon, 2-8 x 6-8, $23.15 per doz.; fancy, 
$35.05 per doz.; Sherwood adjustable, 

24 in. window screens, $7.40 per doz.: 

Wabash 24 in. extension, $6.50 per 

doz. 
Screws.—There continues to be a very 
good demand for wood screws from the 
furniture and the sash and door trades 
Retail demand is also beginning to 
reach fair proportions. Prices are 
steady. 

We quote from jobbers’ stocks, 
fo.b. Twin WCities: Flat head bright 
wood screws, 80-5 per cent; round 
head blued, 75 per cent; flat head 
japanned, 70 per cent; flat head brass, 

75 per cent; round head brass, 70 per 
cent. 
Shearing and Clipping Machines.— 
Dealers report that sales are develop- 
ing as the spring season gets under 
way. Prices remain firm. 

We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Stewart No. 1 ball- 


bearing clipping machine, $10.75; No. 
360 top plate, $1.; No. 361 bottom 


NEW ENGLAND NEWS: 
BRIEFS 


The Pierson Hardware Co., Pittsfield, 
Mass., is having plans drawn for a 
new building. The company some time 
ago acquired additional property ad- 
joining that now occupied, which will 
give a frontage on the two most im- 
portant streets of the city. 


Hiram W. Colton, Mrs. Colton and 
their daughter, Cambridge, Mass., are 
visiting the Pacific Coast. They are 
expected back in Boston April 29. Mr. 
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plate, $1.50; dealer’s discount, 25 per 
cent. Stewart electric clipping ma- 
chine, all standard voitages, hanging 
type, $80, f.0.b. Chicago; pedestal 
type, $85, f.o.b. Chicago; dealer’s dis- 
count, 25 per cent. 

Solder.—This market continues firm 

and the demand is exceptionally heavy. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Guaranteed half- 
and-half solder, 34c. per lb. 

Steel Sheets—Improved manufactur- 
ing and building conditions have caused 
«a very substantial increase in sales. 
Stocks are good. Prices remain very 
firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 gage galvanized 
steel sheets, $6.25 per cwt.; 28 gage 
black steel sheets, $5.25 per ecwt. 

Tin Plate—Improved building and 
manufacturing conditions have caused a 
much better demand. Prices are un- 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Tin plate, furnace 
coke, LCL 20 x 28, 3.75 per box; 


roofing tin, IC, 20 x 28, 8-lb. coating, 
$13.50 per box. 


Transparent Baking Ware.—Sales are 
reported to be increasing. Stocks are 
fair and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Transparent bak- 
ing ware, Casseroles No. 101, $15.96 
per doz.; No. 197, $14.04 per doz. 
Pie plates, No. 202, $6 per doz.; No. 
210, $8 per doz. Bread pans, No. 212, 
$7.20 per doz. Utility pans, No. 231, 
$8 per doz. Tea pots, 2-cup, No. 12, 
$20 per doz.; 4-cup, No. 24, $24 per 
doz.; 6-cup, No. 36, $28 per doz. 


Washers.—The demand for wrought 





Colton recently sold out his interest in 
the retail hardware business conducted 
by him in Central Sq., Cambridge. 





The stock of the Stearns Hardware 
Co., Hanover Street, Boston, has been 
purchased by Louis Wax, Buston. 





C. Skelton & Son, Newton Center, 
Mass., retail hardware, have opened a 
new store at Wellesley, Mass. 





Dunton Tobin has sold his interest 
in the Hersey Hardware Co., Win- 
chester, Mass., to Albert Hersey. The 


129 


is reaching substantial 
manufacturing condi- 


steel washers 
proportions as 
tions improve. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities Wrought steel 
washers, %-in., $6.90 per ewt.; 1-in. 


“ washers, $6.50 per cwt. 


Wheelbarrows.—A great deal of in- 
terest is now being shown to wheelbar- 
rows’ for contractors’ use, as the build- 
ing season gets under way. Prices are 
firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wheelbarrows, 
wood stave, fully bolted, $36 per doz.; 
No. 1 tubular steel wheelbarrows, 
$6.35 each; No. 1 garden, $5.60 each 

Wire Cloth.—There is a good volume 
of business being done with the sash 
and door trade. Strictly retail business 
has not opened up as yet. Prices re- 
main firm and stocks are light. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black wire c!oth, 
12 x 12 mesh, $2.10 per 100 sq. ft.; 
galvanized, $2.55 per 100 sq. ft 


Wire.—Woven wire and plain wire for 
concrete work is in good demand. 
Barbed wire and fencing is beginning 
to sell fairly well, but a heavy demand 
is expected a little later. Prices re- 
main firm. 

We quote from jobbers’ 
f.o.b. Twin Cities: Barbed wire, 
painted cattle, 80 rod spools, $3.37; 
galvanized cattle, $3.64; painted hog 
wire, $3.60; galvanized hog _ wire, 
$3.91; smooth black annealed wire No 
9, $3.75 per cwt; smooth galvanized 
annealed wire No. 9, $4.20 per cwt. 


stocks, 





business will be continued under its 
present name. 
F. F. Fay has entered the retail 


hardware business, having established 
a store at Norwood, Mass. 


General Fireproofing Co. Advances 
Prices 

The General Fireproofing Co. of 
Youngstown, Ohio, has advanced prices 
7% per cent on its full line of metal 
furniture products. The company 
states the advance was made because 
of the increased price of steel sheets 
from which its products are made. 





Com 


ing Hardware Conventions 








AMERICAN HARDWARE MANUFACTURERS’ 
ASSOCIATION CONVENTION, Jacksonville, 
Fla., April 24, 25, 26, 27, 1928. Headquar- 
ters, Windsor Hotel. F. D. Mitchell, secre- 
tary-treasurer, 1819 Broadway, New York. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIA- 
TION, Jacksonville, Fla., April 24, 25, 26, 
27, 1923. Headquarters,. Windsor Hotel. 
John Donnan, secretary-treasurer, Rich- 
mond, Va, 

OLD GUARD SOUTHERN HARDWARE SALES- 
MEN’S ASSOCIATION, CONVENTION, Windsor 
Hotel, Jacksonville, Fla., April 25, 1923. 
R. P. Boyd, secretary-treasurer, Box 19, 
R. F. D. No. 4, Knoxville, Tenn. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION, Columbia, 8S. C., May 
8, 9, 10, 11, 1923. T. W. Dixon, secretary- 
treasurer, Charlotte, N. C. 


ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, May 8, 9, 10, 1923. Mar- 
ion Hotel, Little Rock. L. P. Biggs, secre- 
tary, 815-816 Southern Trust Building, 
Little Rock. 


PANHANDLE HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Amarillo, Texas, 
May 14, 15, 1923. Cc. L. Thompson, sec- 
retary-treasurer, Canyon, Texas. 

MIssissipp! ReTaIL HARDWARE AND ImM- 
PLEMENT ASSOCIATION CONVENTION, Jackson, 
May 16, 17, 1923. H. S. Chilton, secretary- 


treasurer, Starkville. 


SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, COV- 
ering Tennessee, Alabama, Georgia und 


Florida. Auditorium Armory, Atlanta, Ga., 


May 15, 16, 17, 18, 1923. Walter Harlan, 
secretary-treasurer, 70L Grand Theater 
Building, Atlanta, Ga. 


AMERICAN IRON, STEEL AND HEAVY HARD- 


WARE ASSOCIATION CONVENTION, Drake 
Hotel, Chicago, May 15, 16, 17, 1923. A. H. 
Chamberlain, secretary-treasurer, Mar- 


bridge Building, 3ith Street and Broadway, 
New York. 


NATIONAL RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Richmond, Va., June 18, 
1923. Herbert P. Sheets, secretary-treas- 
urer, Argos, Ind. 

IMPLEMENT 
24, 25, 1924. 


Re- 


KENTUCKY HARDWARE AND 
ASSOCIATION, Louisville, Jan. 
J. M. Stone, secretary-treasurer, 
public Building, Louisville. 
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ditions now prevailing throughout the 
country continue for another year the 
income tax returns based upon the 
earnings of 1923 should dispel all anx- 
iety concerning additional tax legisla- 
tion. 

To Enforce Flexible Tariff 


The flexible provisions of the new 
tariff are soon to have a try-out. After 
a sharp wrangle among themselves the 
members of the Tariff Commission 
have bowed to President Harding’s de- 
cision and will limit their investigations 
to some seventeen commodities, the 
rates upon which have been protested 
by various interests. 

The members of the Commission split 
upon the question as to whether, in 
addition to looking into rates against 
which protests were received, the Com- 
mission on its own initiative might in- 
vestigate the necessity or propriety ot 
cther rates. With a limited amount of 
money at its disposal, and in view of 
some question as to the constitutional- 
ity of the flexible tariff provisions, it 
has been decided, for the present, at 
least, to concentrate upon the investi- 
gation of complaints and to undertake 
no inquiries upon the Commission’s 
own initiative. 

Seventeen commodities are involved 
in the investigations about to be un- 
dertaken, the larger number of which 
are items in the chemical schedule. The 
only articles of special interest to the 
hardware trade are Swiss pattern files, 
pig iron and paint brush handles. 

No information is now available as 
to whether those who are complaining 
against these rates desire them to be 
raised or lowered. With regard to the 
inquiries about to be begun, the Com- 
mission makes the following interesting 
announcement: 


Commission Makes Statement 


“Since the enactment of the tariff 
law on the 21st of September last, the 
United States Tariff Commission has 
received upward of 140 applications for 
relief under the so-called ‘flexible’ pro- 
visions of that act. All applications 
have been carefully considered by the 
Commission. Some of the applications 
reveal the fact that there was some mis- 
apprehension as to the purpose of the 
act and as to the powers conferred upon 
the President and the Tariff Commis- 
sion. 

“In other cases the relief sought 
came clearly under the jurisdiction of 
the Treasury Department in the ad- 
ministration ef the customs laws and 
not under that of the Tariff Commis- 
sion. Other applications asked for 
things which the Commission was pow- 
erless to consider; for example, the 
changing of an article from the dutia- 
ble list to the free list or from the free 
list to the dutiable list. 

“And in still other cases, upon pre- 
liminary inquiry, it was found to be 
impracticable at the present time to 
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secure data upon which a recommenda- 
tion could be made to the President. 
In a number of other cases preliminary 
inquiries are still being conducted for 
the purpose of ascertaining whether in-. 
vestigations are warranted by the law 
and the public interest. 


Will Make Investigations 


“The Commission has, however, pro- 
ceeded so far as to announce, from its 
offices in Washington, that it has or- 
dered investigations on a number of 
articles affected by the Tariff Act of 
1922, concerning which applications 
have been made. These investigations 
will be conducted under the provisions 
of Sec. 315 of Title III of the act and 
are designed to aid the President in 
exercising the power given him to mod- 
ify any particular existing rate of duty 
where the findings with respect to the 
differences between foreign and do- 
mestic costs of production warrant it. 

“In each case the authority of the 
President is predicated upon the find- 
ing, after an investigation by the 
United States Tariff Commission, that 
the rate of duty upon a particular arti- 
cle as fixed by the law does not equalize 
the cost of production of competing 
articles produced in the United States 
and in foreign countries. The purpose 
of the Tariff Commission in the investi- 
gations now ordered will be to deter- 
mine whether any such difference ex- 
ists in the case of the articles in ques- 
tion and, if so, precisely what it is. 

“Some of the investigations ordered 
are based upon applications for in- 
creases and others upon applications 
for decreases in the present rates of 
duty. But a finding either way can be 
made upon any application, as the facts 
developed may warrant. 


Full Publicity for Proceedings 


“Under the Commission’s rules of 
procedure formal notice of investiga- 
tion in each article will be published 
and opportunity afforded to all persons 
interested to appear, present evidence, 
and be heard in person or by a repre- 
sentative. Application relative to other 
articles are still pending before the 
Commission and will be acted upon in 
due order.” 

It is quite probable that interests 
that may be adversely affected by rec- 
ommendations to be made by the Com- 
mission following the investigations 
now on foot will attack the constitution- 
ality of the flexible tariff provisions on 
the ground that they delegate to the 
executive branch of the Government 
authority vested by the Constitution in 
the Congress of the United States. 
This point was made while the tariff 
bill was pending in the Senate and was 
strenuously contended for by some of 
the best lawyers on the minority side of 
the chamber, notably by Senator Walsh 
of Montana, recognized as one of the 
ablest constitutional lawyers in the 
upper house. 

It is surmised that proposed changes 
in rates will be attacked not only for 
the purpose of preventing the specific 
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changes involved but more especially 
in the hope of securing a decision of the 
United States Supreme Court invali- 
dating the entire flexible tariff pro- 
vision. If this program is carried 
through, importers and manufacturers 
alike will probably remain in a de- 
lightful state of uncertainty for at least 
another year and a half, in view of the 
present crowded condition of the Su- 
preme Court docket. 


Duty on Surgical Instruments 


An awkward little tariff controversy 
has arisen concerning the duty on sur- 
gical instruments. Its outcome will be 
awaited with much interest, as it in- 
volves a family row in the Treasury 
Department. 

American importers of surgical in- 
struments were able to build up a very 
husky business during the World War 
because of the cutting off of foreign 
supplies and the preference given to 
American producers by the Federal 
Government. When the armistice was 
signed it was claimed that America 
was absolutely independent of the for- 
eign producer. 

When the Ways and Means Commit- 
tee of the House began work on the 
tariff bill the surgical instrument peo- 
ple asked for a rate of duty that would 
give them adequate protection against 
foreign competition. In the big scram- 
ble between the Senate and House this 
rate was heavily pruned. As finally 
enacted, however, the rate on “all scis- 
sors” and on “forceps” was consider- 
ably higher than that on surgical in- 
struments. 

When the law became effective the 
domestic manufacturers of surgical in- 
struments insisted that all scissors and 
forceps used for surgical purposes 
should be taken out of the category of 
surgical instruments and assessed eo 
nomine at the higher rates. The Cus- 
toms Division of the Treasury Depart- 
ment made a ruling to this effect. 

Then the importers appealed to the 
Assistant Secretary of the Treasury 
having charge of customs matters. Mr. 
Clifford looked into the matter and re- 
versed the ruling of the Customs Di- 
vision, thus forcing scissors and forceps 
intended for surgical purposes into the 
category of surgical instruments at the 
lower rate of duty. 


The High Tariff View 


“What has been the result?” asks the 
organ of the high tariffites. “Of all the 
domestic manufacturers of surgical in- 
struments developed during the war, all 
but one have been driven out of busi- 
ness because they could not compete 
with the cheaper labor of European 
manufacturers. The industry has been 
killed, and if another war unfortunately 
comes upon this country we shall find 
ourselves in the same predicament. The 
one manufacturer referred to is stil! 
fighting the case and has appealed from 
the ruling of Secretary Clifford. He 
probably will win out in the end. 

“The terms of the act are so manda- 
tory in the matter of the rates referred 
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Bad Be-ha-vi-or / 























See the Man Kick the 
Door. Poor Door! Poor 
Door is Right. That is Why 
the Man Be-haves so Bad 
(or Bad-ly). The Door was 
Hung (or Hanged) with Any- 
old Hard-ware. Now the Man 
will Ask a Real Hard-ware- 
man How-come dec-ent Gar- 
age Doors, 


Tell-em! 


For any Garage 


With the McKinney 
Book adding an unpaid 
star salesman to any 
hardware counter’s staff, 
there isn’t a garage-door 
need the hardware man 
can’t meet by handing 
out a box. 


In that box is 
EVERYthing needed to 
hang any kind of garage 
door right. Everything! 
Think what that saves 
the salesman! 


When the sale is rung MCRENN EN 








up, the store has gained | GARAGE SETS 


a friend and the cus- 
tomer a garage entrance | 
that he will swear by 

but never at. 


You certainly can 
have a copy of the 








See the Man take Ad-vice. 
The Hard-ware-man has It 
in a Book. See the Book. 
It is the Mc-Kin-ney Book. 
It sells Reg-lar Hard-ware 
for Doors that Work. Will 
the Man Be Sold? You 


See the Man Ag-i-tate his 
Dogs! What is In the Box? 
Quit Kidding. You Know 
darn-ed Well What is In the 
Box. Show a Man a 
Mce-Kin-ney Set and he Grabs 
it Quick (or Quick-ly). 











McKinney Complete 
Garage Set Book—for 
the mere asking. 


McKINNEY 
MANUFACTURING 
COMPANY 
Pittsburgh 
Western Office 
Wrigley Building, Chicago 





| Bach Setin a Bow 














MICKINNEY Gorage boor Se 


See the Man and his Bet- 
ter %. Do they Like what 
the Hard-ware-man Sold the 
Man? You Sez-zit. It 
makes Bad Be-ha-vi-or Im- 
poss-i-ble for Gar-age Doors. 
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to that had there been any doubt as to 
the correct interpretation it seems that 
that doubt should have been solved in 
the interest of the domestic manufac- 
turer. This one manufacturer is strug- 
gling along and attempting to compete 
with foreign goods, but with little suc- 
cess. Already imports of surgical in- 
struments are increasing, but if the 
domestic industry had been considered 
the burden of the struggle would have 
been shifted to the importer and the 
foreign manufacturer.” 


Answer Steel Merger Complaint 


The steel companies in the Bethle- 
hem, Midvale and Lackawanna merger 
have filed an answer to the complaint 
of the Federal Trade Commission that 
the consolidation would limit competi- 
tion in the iron and steel industry. The 
proposed merger, it is contended would 
in no way violate the law. The answer 
further avers that the Commission in 
issuing its complaint has exceeded its 
authority. 

The Bethlehem and Midvale com- 
panies have made a joint answer, but 
the Lackawanna company has _ con- 
tented itself with informing the Com- 
mission that the company was dissolved 
last October and no longer has any cor- 
porate existence. 

“We understand, however,” the letter 
said, “that the Bethlehem Steel Cor- 
poration is filing an answer with you, 
and that corporation, through its sub- 
sidiaries, now owns or has control of 
all of the properties ‘which were for- 
merly owned and controlled by the 
Lackawanna Steel Company and its 
subsidiaries.” 

The answer of the Bethlehem and 
Midvale companies squarely denies that 
the proposed merger would result in 
the elimination of competition. 


Deny Lessening of Competition 


The two companies denied that the 
proposed merger would endow them 
with the “potential or actual capacity 
to exercise” a dominant influence on 
the competitive sale of iron and steel 
products in the territory named in the 
Commission’s complaint, or would af- 
fect service, quality of products, terms 
of credit, delivery, transportation or the 
separate solicitation for sale upon any 
combination of “said elements or in the 
selling price thereof.” Denial was also 
made that the respondents contem- 
plated in the merger “any union of the 
respondents named in the complaint 
other than such as has resulted or will 
result from the acquisition of proper- 
ties” incident to the acquisition by the 
Bethlehem Steel Corporation of the 
Lackawanna company and its subsidi- 
aries, with the consent of their respec- 
tive stockholders, by purchase last May. 

It will be recalled that when the 
merger was first proposed the Attorney- 
General in a formal letter held that it 
did not violate the law but refrained 
from expressing any opinion as to 
whether the consolidation would bring 
the companies within the jurisdiction 
of the Trade Commission. The Com- 
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mission, however, promptly intimated 
that it would look into the matter care- 
fully, and as a result it soon after 
issued its complaint. The case will be 
set for hearing at an early date. 


Hoover Would Delay Government Con- 
struction 


Secretary Hoover’s recent recom- 
mendation to the President that all 
building and construction work now 
under way by the Government should 
be slowed down and the initiation of 
new projects delayed, has evoked some 
criticism, but the Secretary stands by 
his guns. He insists that his plan 
should be adopted, not for the purpose 
of abandoning Government projects, 
but merely to stabilize the demand for 
labor and material, thus obviating un- 
employment when the present boom in 
private construction has passed. 





Hard Wear 
By William Ludlum 


The stovepipe hats our grandads wore 
To shield their pates in days of yore 
Have ceased to be the style; 
But wives and daughters of today 
Perpetuate hardware’s display— 
To beat grandads’ a mile. 
We were, to say the least, surprised 
When coal scuttles were utilized 
As bonnets by the fair; 
But when they drag them on the street, 
In place of rubbers on their feet, 
We feel inclined to—swear. 





As usual, it is very difficult in this 
case to get away from the logic of Mr. 
Hoover’s conclusions. These he listed 
as follows: 

1. The year 1922 was a year of very 
large employment and activity in the 
construction trades, and at the end of 
the year stocks of construction ma- 
terials were very much reduced. Since 
the beginning of the present year there 
has been even more activity than in the 
same period last year and the contracts 
let in the past few months are of larger 
volume than any hitherto entered into 
in a similar period. Advance orders 
for construction materials are upon a 
very large scale. 

2. Labor in the construction trades 
and in the manufacture of material is 
not only at full employment, but there 
is actually a shortage in many direc- 
tions. 

3. Transportation facilities available 
for the building materials are fully 
loaded and almost constant car short- 
ages are complained of, with consequent 
interruption in production. 


Government Should Not Compete 


“My conclusion from all this,” says 
Mr. Hoover’s letter to the President, 
“is that, at least for the next several 
months, the trades will be fully occu- 
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pied in private construction, all of 
which is generally needed by the coun- 
try. 

“For the Government to enter into 
competition at the present moment will 
give no additional production of ma- 
terials, but must in the broad sense in 
the end displace that much private con- 
struction. The Governments nationally 
and locally are in a much better posi- 
tion to hold construction work in abey- 
ance than are private concerns, and are 
in better position to speed up in times 
of less demand, as we did in the last 
depression as the result of the unem- 
ployment conference. We can by this 
means contribute something to a more 
even flow of employment not only di- 
rectly in construction work but in the 
material trades. 

“I would recommend, therefore, that 
you direct the different divisions of the 
Government to initiate no new work 
that is not eminently necessary to 
carry on the immediate functions of 
the Government and that there should 
be a slowing down of work in progress 
so much as comports with real economy 
in construction, until after there is a 
relaxation in private demands.” 

It is believed that as soon as the 
President has returned from his South- 
ern trip he will act upon Secretary 
Hoover’s recommendation and at least 
will order the suspension of work on 
Government projects which can be 
stopped without financial loss or seri- 
ous hardship. 


Don’t Forget to Mail Early 


A vigorous renewal of the “Mail 
Early” campaign as one of the princi- 
pal steps in effecting economies to carry 
the postal service through the present 
fiscal year on the limited funds at its 
disposal has been urged by Postmaster- 
General Harry S. New in a communica- 
tion to all postmasters. 

While no money is available for car- 
rying on the “Mail Early” campaign, 
Postmaster-General New asked that 
every means be utilized, including pub- 
licity in the daily newspapers and sug- 
gestions from carriers, especially to the 
business public, to impress upon patrons 
of the mail service the necessity for de- 
positing all mail early and often. Simi- 
lar campaigns conducted in the past by 
the Post Office Department have dem- 
onstrated beyond the shadow of a 
doubt that immense savings can be 
accomplished by a general observance 
of the mail-early injunction. 

“A strict adherence to the oft-re- 
peated injunction to mail early wou'd 
be of great practical benefit to the ser- 
vice at this moment,” the Postmaster- 
General declares, “and aid greatly in 
lessening the expense of handling the 
mails, by lessening the load put upon 
the force in the closing hours of the 
business day.” 

Emphasis is placed on the fact that 
early mailing generally will redound to 
the benefit not only of the Post Office 
Department but to the mailers them- 
selves through the speeding up in de- 
liveries of their letters and parcels. 


Reading matter continued on page 134 
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Small Floor Space— 














Big Profits— 


Small Investment— 











Hundreds of hardware merchants all over the country report big 
profits on Gold-Seal Congoleum Rugs. These hard-surfaced rugs 
are fast sellers. Six times a year is the average turnover. No need 
to tie up a lot of money in Go/d-Seal Congoleum. 


Big Profits—Small Investment 


Gold-Seal Congoleum, the fastest selling floor- 
covering in the world, is making big profits for 
hundreds of hardware merchants. Why not let 
it make profits for you? A comparatively small 
order will start you on the road to Congoleum 
profits. 


Powerful Advertising Keeps Congoleum 
Moving 

Continuous, powerful advertising—over 20,000,- 

ooo full pages every month in colors, in the lead- 

ing magazines—makes Congoleum’s turnover not 

only fast but certain. This advertising reaches 


every corner of the country—big sales are as- 
sured. 


No Need for Big Floor Space 


You can make a splendid display of Gold-Seal 
Congoleum in amazingly small floor space. They 
are rolled with patterns on the outside. Three of 


Gold Seal 
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Philadelphia ; 
San Francisco Minneapolis Dallas 


them stood on end in a corner in your store will 
show the beautiful patterns to every customer 
who comes in. Our Hardware Service Depart- 
ment will tell you further how to do it and send 
you free display material. 


Why Gold-Seal Congoleum Is Such a 
Fast Seller 


Gold-Seal Congoleum enables you to offer house- 
wives artistic, durable floor-coverings at a price 
they can easily afford. Its econdmy is unequaled 
—a fact women quickly recognize. The Gold 
Seal Guarantee is a potent selling point. 


Do You Want Your Share? 
It’s Up to You! 


Join the other merchants who are cashing in on 
this fast selling floor-covering. Profits are fast 
and certain. 

Write us for further information. We will put 
you in touch with jobbers who can supply you. 
Write our Hardware Service Department today. 


CONGOLEUM COMPANY 
INCORPORATED 

New York Chicago Boston 

Atlanta 

Montreal 


London Paris Rio de Janeiro 


Pittsburgh 
Kansas City 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 
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Attractive Dise Wheels for Fords 
A set 
the Motor 
consists of five 


of Ford Disteel Wheels, made by 
Wheel Corp., Lansing, Mich., 
30 x 3% in. permanently 
assembled clincher rims and discs; two 
front hubs; two rear hubs with brake 
drums assembled; one socket wrench; one 














spare wheel carrier bracket; one tail light 
and license bracket. The wheels are 
painted three standard colors. Because of 
their strong appearance, an impression of 
weight is gained, but this is not so as the 
wheel is a single disc of steel. These discs 
are curved inwardly so that the radial Inad 
on the wheel will be carried on compression. 
In a Disteel Wheel, the road shocks strike 
the axles directly below the point where 
the center line of the radial load strikes 
the rim. The Disteel disc is tapered for 
the same reason that springs and roller 
bearings are tapered. The shock is trans- 
mitted from the thinner to the thicker part 
of the disc. When the shock reaches the 
hub, the metal transmitting it is thicker 
and offers greater resistance to the shock. 
The strains are not recognized in any given 
point but are diffused over the entire disc. 
In other words the shock is transmitted 
from the weakest to the strongest point. 
The Disteel Wheel is curved so that no 
road shocks will be transmitted to the hub 
in a direct line. The curve of the Disteel 
Wheel deflects road shocks so that the 
axle does not receive the full shock. 
Disteel Wheels are resilient but not to 
such a degree as to weaken the structure. 
The lessening of strains is accomplished by 
the tapered inward curve of the disc. 
Ninety-five per cent of shock absorption is 
taken care of by the tires, springs and 
cushions. The wheels are guaranteed by 
the manufacturer to last as long as the 
car lasts under nominal use and service 
and are guaranteed against any defects in 
material or workmanship for the life of the 
ear for which the original installation is 
made. 


Combined Water, Oiling and Igni- 
tion for Fords 

The 3 in 1 Unit for Fords, Trucks and 

Fordson Tractors, made py the Hexagon 

Specialty Mfg. Co., 3630 South Grand 

Avenue, St. Louis, Mo., is a combined 

water, oiling and ignition system. The de- 





vice includes a timer of the oilless-wipe 
contact type, and is said to afford a pro- 
tection for the wiring, eliminating all 
chances of its becoming oil-soaked with 
attendant ignition troubles. The oil pump 
is of a force-feed geared type. A copper 
tube from the oil pump to a special con- 
nection at lower petcock leads oil to front 
of the motor. The combination being in an 
integral unit makes it possible for the oil 
pump to discharge the oil through drilled 
passageways in the casting directly over 
the gears which drive the unit. This is said 
to give positive and proper lubrication at 
all times, automatically controlled. The 
water circulating pump is of the gear driven 
type, eliminating the necessity for a special 
belt. 


Table Sweeper Will Appeal to the 
Housewife 


A new table sweeper, Known as the 
“Crumber” has recently been placed on the 
market by The Pennsylvania Novelty Mfg. 
Co., 1211 Filbert St., Philadelphia, Pa. 


The Crumber has no parts to rust or to get 
out of order, no rubber wheels or other 
devices are being used in Its construction. 
White brushes only are used in the sweeper 
and the operation of cleaning the table cloth 
is very simple. Everything frgm pepper 
to bread crumbs is said to be instantly 
gathered up by a sweep across the surface. 


New Wrench Does the Work of 
Two 


The brace type of socket wrench has been 
used in automotive repair work for years. 
Many times, however, one offset wrench 
has been needed for first releasing and final 
tightening before the brace could be used 


to speed up the operation. With the new 
doublepower speed wrench, made by 
Walden-Worcester, Inc., Worcester, Mass., 
an offset wrench is not required, the loop 
on the handle providing the needed extra 
leverage, while the shorter sweep on the 
brace requires less hand travel and de- 
velops high speed. An attractive display 
board is supplied retailers in connection 
with this tool. 


— 19% 


Visor Will Fit Any Make of Car 


Weighing only4% lbs., the Premier Weather 
Shield and Glare Visor, made by Grigsby- 
Grunow-Hinds Co., 900-906 W. Lake Street, 
Chicago, IIll., is made in one size suitable 
for any width of windshield and with an 
attachment for either open or closed cars, 


and is hence suitable for any size or make 
of automobile. The shield is very strongly 
and simply made of transparent DuPont 
Pyralin and is claimed not to warp, wrinkle 
or sag. It may be adjusted to any angle, 
and affords protection against sun glare, 
blinding headlights, glaring street lamps, 
rain, sleet and snow. The adjustment is 
effected by means of a thumb screw and 
quadrant bracket. The ‘“Pyralin” panes 
are treated with a special treatment which 
gives additional permanence to the shape 
and preserves a unique and distinctive 
appearance. Each visor is individually 
packed in a heavy corrugated carton suit- 
able for single parcel post shipment, and 
with five cartons to a standard package. 


Storage Battery Has Special Plates 


The Am-Plus Storage Battery Co., 429- 
438 W. Superior St., Chicago, Ill, has 
specially constructed plates which are 
claimed to greatly increase the life of the 
battery. The plates made by this company 
combine the durable features of the hard 
plates while still preserving the absorbing 
quality of the soft plates. 


Shock Absorber for Ford 
Automobiles 


The Ajax Shock Absorber for cars other 
than Fords, made by the Brewer-Titchener 
Corp., Cortland, N. Y., is designed not only 
to check rebound but to provide a high 
degree of comfort with any load. The 
absorber has a lower primary spring de- 
signed to absorb the initiat shock and an 
upper secondary spring to check any 
tendency to rebound. There is an auto- 
matic rebound anchor which is claimed to 
insure perfect spring control under all con- 
ditions, and which is said to operate effici- 
ently on rough and uneven roads. In oper- 
ation, the device reduces vibration, thereby 
increasing the life of the car, and also the 
life of the tires through eliminating a 
large part of body pounding so destructive 
to tire side walls. 


Reading matter continued on page 136 
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‘‘Slidetite’’ Garage Door 
Hardware. 


Barn Door Hangers. 

House Door Hangers 

AiR- Way Multifold 
Window Hardware. 


Door Closers and 


Checks. 

Mounted Grindstones. 

‘Ideal’ Elevator Door 
Hardware. 

OveR- Way Conveying 
Equipment. 











New York 
Boston 
Philadelphia 
Cleveland 
Indianapolis 
St. Louis 
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It was Emerson who remarked that if a man were to build a better 
mousetrap than his competitor, the world would beat a path to his door. 


Richards-Wilcox have found this statement 
to be literally true. Due to the recognized 
superiority of their products, they are instinct- 
ively turned to as the leaders in their field. 


Yet Richards-Wilcox are not content to ex- 
cel merely as manufacturersof hardware. They 
have developed the idea of service to a degree 
undreamt of in Emerson’s time. Through 
twelve branches in the United States and two 
in Canada, as well as great factories in both 
countries, they are rendering a remarkable 
service to the people of this continent. 


Not only do the trained service staffs of 





AURORA, ILLINOIS,U.S.A. 


Richards- Wilcox co-operate freely with man- 
ufacturers, dealers, architects and builders, but 
R-W products themselvesare serving the pub- 
licininnumerable ways. AiR-Way Multifold 
Window Hardware, Slidetite Garage Door 
hardware and other R-W innovations have 
added much to the ease and comfort of the 
people of two nations. 


Thus SERVICE, in the eyes of Richards- 
Wilcox, has a double meaning. And it isthe 
constant endeavor of the entire R- W organi- 
zation to keep this double service at the same 
high standard that it has heretofore enjoyed. 


Chicago 
Minneapolis 
Omaha 
Kansas City 
Los Angeles 


San Francisco 


RICHARDS-WILCOX CANADIAN CO. lif 


Winnipeg LONDON, ONT. 


Montreal 
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Valve Tool Simplifies Tire Changes 


As every truck owner knows, one of the 
most exasperating things about changing 
a pneumatic truck tire has been to get the 
valve stem through the opening in the rim. 
In order to obviate this difficulty A. 
Schrader’s Son, Inc., 470 Vanderbilt Ave., 


CHa kpen UNIVERSAL | SO VARVE Fismunc TOOK 
REC U SPATOF i PTC es 





a =, J 
Brooklyn, N. Y., has placed on the market 
a contrivance called the Schrader Universal 
Valve Fishing Tool, by use of which the 
valve is drawn into the right position 
without loss of time. In operation, the 
device is attached to the valve stem after 
the tube has been inserted in the casing, 
the cross bar dropped tnrough the rim, 
and the valve drawn into position. It 
works as well on the heaviest, largest 
pneumatic truck tire as on the smallest. 
The tool is designed to retail at a popular 
price. 


Shock Absorbers Increase Ford 
Comfort 

The RedDdee Shock Absorber, made by 
the Detroit Motor Casting Co., 1031-71 
Beaufait Ave., Detroit, Mich., is designed to 
increase the riaing comfort of Fords and is 
built to withstand the maximum load of the 
car on which it is installed. In the absence 





of this maximum load the RedDdee loads 
the springs with an auxillary spring pres- 
sure exactly compensating for this lack of 
load. It is claimed by the manufacturers 
that the Absorber also prevents the wheels 
leaving the ground when running over rough 
ground, thereby preventing scuffing which 
shortens the life of the tire. The device, 
which may be installed within twenty 
minutes, is claimed to make steering easier. 


Theft-Proof Garage Lock 


Designed to afford greater protection in 
the housing of automobiles, the Grimes 
Garage Lock, made by the Grimes Lock & 
Hardware Co., 1782 East 37th Street, Cleve- 
land, Ohio, is of rugged construction. It 
is made of high grade materials and is said 
to be able to withstand unusually hard 
usage. The levers used in the lock permit 
an almost unlimited change of combina- 
tions. The gear driven mechanism gives 
the bolt great throw distance, but the ratio 
is such that the lock cannot be operated by 
pressure applied to the bolt. The Dovetail, 
which locks the thrown bolt, is worked 
absolutely independently of the locking 
mechanism proper, yet both are operated 
by a single turn of the key. 


HARDWARE AGE 


Toy Horse Has Realistic Motion 


The Galloping Gee-Gee, made by The 
Canadusa Corp., Baltimore, Md.,and 11-15 
Union Square, N. Y., is a beautiful and 
sturdy wooden horse, painted in red, black 
and white with a handsome decalcomania 
decoration in gold, red and black. The 
outstanding feature of this toy, and one 
that is calculated to appeal irresistibly to 
children, is the _ realistic up-and-down 
motion that is imparted by means of the 
eccentric mounting of the rear wheel. The 
toy is mounted on steel forks and has 








pressed steel wheels, equipped with rubber 
tires. It is a strong all-the-year-round toy 
and is noiseless in operation and, easy to 
ride. It is supplied packed, knocked down, 
in individual cartons, ready for either re- 
shipment or assembling. 


Ingenious Can Opener Smoothes 
Rim 


The Chapin Safety Can Opener, made by 
the Chapin Products Corporation, 82 Wall 
Street, New York, N. Y., is a unique and 
practical device that will quickly open a 
can of any size or shape. A feature of 
the opener is the fact that it leaves an 
absolutely smooth rim, which entirely 
eliminates the possibility of cut hands. It 
is made of case hardened, nickel plated steel 
and has an oil hardened tool-steel cutter. 
In using the opener, no adjustments are 
necessary and it is entirely sanitary in that 

















a can may be opened without being touched 
by the hands. The construction of this 
unique opener is clearly indicated in the 
accompanying illustration. 


Thief-Proof Auto Lock 


The Preferred Auto Lock, made by the 
Lampman Tool Co., Angola, Ind., is designed 
to lock the steering wheel of a passenger 
automobile, thus rendering it thief-proof. 
As may be seen from the illustration, the 
lock is attached to the steering post, in 
such a position that two plungers firmly 
hold the spokes of the steering wheel be- 
tween them. These plungers are easily re- 
leased by means of a key. The lock is of 
drop forged, case hardened steel, heavily 
nickeled, and equipped with a Yale cylinder. 
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Useful Tool Kit 


The new Crescent Kit, made by the 
Crescent Tool Co., Jamestown, N. Y., con- 
sists of a Crescent wrench, a Crescent plier 
and a Crescent screw driver. The wrench 
is an 8-in., the pliers are the popular new 
thin straight nose type, 6-in. in length. 





The screw driver is the special Crescent 
type, the handle of which can be locked into 
T position, giving more than three times 
the leverage of an ordinary screw driver. 
The kits are packed in a stout brown duck 
container, which folds up into so small a 
space that the whole thing can be easily 
carried in the pocket or in the side pocket 
of a car: Automobilists should find it 
especially useful, and its uses around the 
home are many. 


Efficient Auto Jack 


The Millers Falls Auto Jack No. 145, 
made by the Millers Falls Co., Millers 
Falls, Mass., has a 36 in. extension handle 
which enables the jack to be used effec- 
tively on rough and muddy roads or under 
other unfavorable conditions. The worm 
gear principle as built into this jack is 
calculated to eliminate not only friction 
but pawls, springs and ratchets as well. 
The broad, rectangular base insures a 
solid footing on all surfaces and is of 





sufficient size to avoid wobbling. It is 
strengthened by four braces 2% in. in 
height. An auxiliary steel base 4 in. x 6 in. is 
furnished for a small additional cost. This 
is for use on very soft ground. Is quickly 
attached and held fast by a thumb screw. 
No. 145 has a lifting capacity of two tons 
and will lift to its full capacity easily and 
quickly, without exertion on the opera- 
tor’s part. When the handle is slipped 
into place it automatically locks and holds 
firmly in place, until it is released by a 
light pressure on the locking pin. The 
body of the handle is of steel tubing, each 
end of which is strengthened by a brazed 
steel sleeve. The telescopic rod is % in. 
Hex cold rolled steel. It folds to a min- 
imum of 18 in. and extends to a full 36 
in, It is extra strong at the joint and 
where it attaches to the jack. You can 
slide the jack around, even lift it off the 
ground with perfect safety. The handle 
turns easily whether the load is light or 
to capacity. Finished a lustrous black over 
all, except has thin red stripe round base. 
Bronze name plate. 

The minimum height is 9% in., maximum 
height, 18 in., capacity, 2 tons, weight with 
handle 10% Ib. 


Reading matter continued on page 138 
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Universal—Nationally Advertised 


Trim Your Windows to Tie In with Universal 
National Advertising which Is Appearing 


HREE times a week for twelve consecutive weeks during 
March, April, May and June, in newspapers throughout the 
United States, having wide circulations. 


Let the Public know you handle Universal Electrical Appli- 
ances, Cutlery and other Household Helps. Advertise in your 
local newspapers. 


Write for Helps and Folder Describing the Campaign 





No. Eg1gt No. E946 





THE TRADE MARK KNOWN IN EVE.tY HOME 
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Notes of the Retail Hardware Trade 

















DoTHAN, ALA.—L. D. Ogletree & 
Son Hardware Co., Inc., formerly 
located at Troy, has been incorporated 
and has commenced business at 120 
North Foster Street, where a whole- 
sale and retail stock of the following 
will be carried: Automobile acces- 
sories, automobile tires, auto storage 
batteries, barn equipment, bicycles, 
builders’ hardware, clocks and watches, 
crockery and glassware, cutlery, dairy 
supplies, electrical specialties, electri- 
cal supplies, flashlights, fishing tackle, 
garage hardware, glass, guns and am- 
munition, heavy hardware, housefur- 
nishings, linoleum and oil cloth, me- 
chanics’ tools, mill supplies, oils and 
greases, paints, oils and varnishes, 
poultry supplies, prepared roofing, 
pumps, radio equipment, refrigerators, 
rope and twine, silverware, sport- 
ing goods and stoves and ranges. 
The concern has a capital of $25,000, 
with L. D. Ogletree as president; T. S. 
Sanders, vice-president and W. B. 
Ogletree, secretary, treasurer and gen- 
eral manager. Catalogs requested. 

MOUNTAIN VIEW, CAL.—The Hartley 
Hardware Co., Inc., has succeeded to 
_ business of the Hartley Hardware 

0. 

BERWYN, ILL—Cada’s Hardware 
Store, 2630 South Ridgeland Avenue, 
has taken over the stock of Frank J. 
Vogacek. Catalogs requested on a 
general line of hardware. 

WAUKEGAN, ILL.—The Siver Hard- 
ware Co. has opened a store at 1115 
Washington Street, and requests cata- 
logs. 

IowA FALLS, Iowa.—F. B. Hay is 
successor to Hay Bros. 

ADRIAN, MINN.—The Lewis Hard- 
ware Co. will commence the erection of 
a new store building, to be ready for 
occupancy about September 1. 

DILWORTH, MINN. — The Hanson 
Hardware, formerly Remley & Olson, 
requests catalogs on a general line of 
hardware. 

CAMPBELL, Mo.—The Ford Hard- 
ware Co. has been incorporated with a 
capital stock of $12,000. 

BROOKLYN, N. Y.—-O. Osterhus is 
now located in his new quarters at 
4401 Fifth Avenue. 

CoLuMBuS, OHI0.—The Bower Hard- 
ware Co., 2606-2608 North High Street, 
is successor to J. J. Bower. 

DAYTON, OHI0.—Gurney Ellison has 
opened a store at 31 East Second 
Street, dealing in bicycles, clocks and 
watches, cutlery, guns and ammuni- 
tion, picnic equipment, sporting goods 
and toys and games. Catalogs re- 
quested. 

YOUNGSTOWN, OnI0.—The C. H. 
Hossel Hardware Co., 1610 Mahoning 
Avenue, has been incorporated with a 
capital of $10,000. The concern is now 
occupying its new store building with 
a complete stock of the following, on 
which catalogs are requested: Auto- 
mobile accessories, barn equipment, 
bathroom fixtures, builders’ hardware, 
building paper, clocks and watches, 
crockery and glassware, cutlery, elec- 





trical specialties, electrical supplies, 
flashlights, fountain pens, fishing 
tackle, garage hardware, glass, guns 
and ammunition, hammocks and 
swings, housefurnishings, linoleum and 
oil cloth, mechanics’ tools, oils and 
greases, paints, oils and varnishes, pic- 
nic equipment, poultry supplies, pre- 
pared roofing pumps, refrigerators, 
rope and twine, seeds and fertilizers, 
sporting goods, stoves and ranges, 
toys, games and washing machines. 

STILWELL, OKLA.—The Rogers Hard- 
ware & Furniture Co. has commenced 
the erection of a new store building, 
to be completed about May 1. 

ASHLEY, PA—R. B. White is pur- 
chaser of the hardware business of 
Charles W. Vincent. 

LANCASTER, Pa.—George W. Bogar, 
successor to H. B. Herr, has moved his 
stock of sporting goods from North 
Queen Street to his new quarters at 
30-32 West King Street. 

PHILLIPSBURG, PA. — The Hagerty 
Hardware Co. has established itself in 
business here, dealing in the following: 
Bicycles, building paper, crockery and 
glassware, cutlery, flashlights, fishing 
tackle, glass, guns and ammunition, 
hammocks and_ swings, insecticides, 
linoleum and oil cloth, mechanics’ tools, 
paints, oils and varnishes, picnic equip- 
ment, poultry supplies, prepared roof- 
ing, refrigerators, rope and _ twine, 
seeds and fertilizers, silverware, sport- 
ing goods, stoves, ranges and washing 
machines. Catalogs requested. 

SHARON, Pa.—The Monarch Hard- 
ware Co., 43 West State Street, has 
acquired the stock and business of 
Backdol & Walker. 

SOUDERTON, PA.—J. B. Delp has dis- 
posed of his stock to Shelly & Fenster- 
macher. The business is both whole- 
sale and retail. 

TIONESTA, PA.—H. C. Mapes has dis- 
posed of his stock to the Clark Hard- 
ware. : 

MOosHEIM, TENN.—C. F. Davis, new 
owner of the stock and business of 
W. N. Hixson, requests catalogs on a 
general line of hardware and fur- 
niture. 

NASHVILLE, TENN.—Buford Bros., 
169 Second Avenue, has been incorpor- 
ated with a capital of $450,000 to 
conduct both a wholesale and retail 


business. The concern was established 
in 1878. 
GAINESVILLE, TEX.—Ross_ Brothers 


is purchaser of the A. H. Ross & Sons 
stock. 

Houston, TEx.—The Mathews Hard- 
ware Co. has opened a store at 805 
Fannin Street, and will deal in the 
following, on which catalogs are re- 
quested: Bathroom fixtures, builders’ 
hardware, building paper, clocks, 
crockery and glassware, cutlery, flash- 
lights, garage hardware, housefurnish- 
ings, machanics’ tools, prepared roofing, 
refrigerators, rope and twine, silver- 
ware, stoves and ranges and toys and 
games. 

NORMANGEE, TEX.—The Normangee 
Hardware rps d Co., Inc., has been 
incorporated with a capital stock of 


$16,000. J. C. Ford and others are the 
incorporators. The firm will deal in 
building paper, crockery and glass- 
ware, cutlery, fishing tackle, guns and 
ammunition, heavy hardware, insecti- 
cides, housefurnishings, linoleum and 
oil cloth, luggage (trunks, handbags), 
mechanics’ tools, paints, oils and var- 
nishes, refrigerators, rope and twine, 
sporting goods and stoves and ranges. 

PERRYTON, TEX. — The Summers 
Hood Lumber Co. will remodel its 
building and add a line of builders’ 
hardware, paints, varnishes and fenc-. 
ing. Catalogs requested on a line of 
builders’ hardware. 

SAN AUGUSTINE, TEX.—The Redland 
Hardware, Implement & Furniture Co. 
has bought the Childers & Miller 
stock. The new owner requests cata- 
logs on a general line of hardware, 
implements and furniture. 

Price, UTaH.—The J. C. Weeter 
Lumber Co., wholesale and retail, suf- 
fered a fire loss. The store has been 
renovated and furnished with a com- 
plete stock. 

PorTSMOUTH, VA.—The Austin-Mul- 
len Hardware Co. has opened a 
branch store at 430 Fourth Street. 
The concern operates a store also at 
Virginia Beach, under the style of the 
Virginia Beach Hardware Co. Thomas 
F. Mullen is president and H. ; 
Austin, vice-president. 

STRASBURG, VA. — The _ Stuckley 
Hardware Co. stock has been sold. The 
J. M. Lashley Hardware Co., the pur- 
chaser, requests catalogs on automobile 
accessories, automobile tires, barn 
equipment, builders’ hardware, build- 
ing paper, cutlery, dairy supplies, 
flashlights, fishing tackle, gasoline, 
gasoline engines, glass, guns and am- 
munition, insecticides, housefurnish- 
ings, oils and greases, paints, oils and 
varnishes, poultry supplies, prepared 
roofing, pumps, rope and twine, seeds 
and fertilizers, shoe findings, silver- 
ware, sporting goods, stoves and 
ranges and washing machines. : 

WAYNESBORO, VA — The _ Coiner 
Hardware Co., wholesaler and retailer. 
which recently suffered a fire loss, has 
reopened its store. 

SPOKANE, WASH.—The Lossman- 
Rapp Co. has opened a store at W424 
Sprague Avenue, to deal in clocks and 
watches, cutlery, flashlights, fishing 
tackle, portable gasoline engines, guns 
and ammunition, hammocks and tents, 
sporting goods and toys and games. 
Catalogs requested. 

SEATTLE, WasH. — The Builders’ 
Hardware & Supply Co. has engaged 
in business at 99 Columbia Street, 
where a complete stock of the follow- 
ing is carried: Bathroom fixtures, 
builders’ hardware, building paper, 
garage hardware and prepared roofing. 
Catalogs requested. 

Haverstraw, N. Y.—Wolff & Grant 
have opened a store at 39 Main Street, 
carrying a general line of hardware, 
paints and automobile accessories, on 
which catalogs are requested, together 
with catalogs on house furnishings an 
electrical goods. 

















